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A Great Reassurance to Business 


with closer interest all over the United States 

than that of November 4 in Massachusetts, 
especially by merchants, for the reason that merchants 
are the first and surest victims when rioting and loot- 
ing break out, and the Massachusetts election involved 
an issue between law and order on one side and a 
brazen condonation of mob rule on the other. The 
action of the Boston police in suddenly deserting their 
duty on September 9 and turning the city over to a 
howling mob of thieves who smashed scores of store 
windows and stole everything they could lay their 
hands on, was the principal point. Governor Coolidge 
backed the police commissioner in discharging every 
one of the deserters; his political opponent declared 
his intention of reinstating the policemen and coupled 
this with one of the rankest arrays of demagogic 
promises the State ever saw. In signed letters on his 
business letterhead he offered $360 apiece to all ex- 
soldiers, favored buying all street-car lines by the 
State and dangled a “tax the rich” program, none of 
which was possible for him to enforce. 

Despite a whirlwind start, the endorsement of 
countless misguided labor organizations and the sup- 
port of all radical elements, he was beaten by about 
135,000 votes, the heaviest avalanche that had sub- 
merged a Massachusetts candidate in twenty years. 
Evidently steel shutters and armored front doors need 
not yet become a part of store equipment in Massa- 
chusetts, nor will riot gun drill be a necessary part of 
the training of a store force! Prominent Democrats 
by hundreds announced themselves for Coolidge and 
nearly 10,000 of them voted for him in Boston alone. 


P vie coe no State election was ever watched 


The question at issue was not political; it was above 
and beyond politics. 

History repeated itself; more than a thousand 
policemen, misguided and befooled by pettifoggers 
and demagogues whom they had paid for leadership, 
simply “‘struck themselves out of a good job.”’ There 
never was a more nearly brainless proposition put 
forward than the notion that desertion of duty by 
policemen could be tolerated. Scores of authorities, 
verdicts, reports, court decisions, laws and rules from 
all over the United States were a unit in declaring the 
duty of a policeman to be like that of a soldier. If 
their attorneys and officials had been fit for leader- 
ship, the police would have been warned in the first 
place that their case would be hopeless if they 
mutinied and deserted. 

One great question is, why in the name of all good 
sense are working men continually trailing after 
incapable leadership? Why do groups of workers so 
often submit themselves to blindfold following of 
some loud-mouthed radical blatherskite, some ‘‘mis- 
cellaneous hell-raiser,”” whose only efficiency is in 
destruction? Why do they seem continually to be 
saying to reckless agitators, “We just love to be 
fooled; please come and swindle us; we know you 
are unprincipled liars, who would sell us out in a 
moment if opportunity offered; but we love to hear 
you rant about the rich, lie to us about our prospects 
and make promises which we both know you cannot 
fulfil?”” Why is this so often the attitude of the indi- 
vidual lodge of labor organizations? 

Bad leadership has been the greatest curse of labor 
unions for generations past. So long as such leader- 





36 BOOT AND SHOE RECORDER 





Nov. 8, 1919 





ship is tolerated, just so long will history keep on 
repeating itself; every industrial crisis will end in a 
period of turmoil and disorder, with good men 
thrown out of good jobs by hundreds because of their 
misplaced trust in false leaders and dishonest guides. 

Meanwhile, the Massachusetts election may 
mark a sharp turning in the tide, not only with 
regard to labor, but also in the broader aspects 
of general safety and reassurance to business 
men—the assurance that law and order come 
first in the estimation of the American people 
and that an impudent appeal to mob rule stands 
no chance of success. 

It showed what law-abiding people can do when 
they get awake and go and vote. And no political 
party is likely to make or permit so blatant an appeal 
to radicalism, greed, folly and ignorance as that made 
by the candidate and platform that were so sharply 
repudiated in Massachusetts. Good faith, justice, 
reason and common sense must animate our 
actions, individually and collectively, in strug- 
gling out from under the burdens thrust upon 
us by the wars of a century condensed into five 


years. 


The Pride of Production 


E want to congratulate the Boston Post on the 

good sense it is exhibiting in exploiting the men 

at the bench, in the factory, and in any productive 

agency who are showing by their energy and activity 
how to solve the problem of high costs. 

Any man who makes two blades of grass grow where 
only one grew before, who increases his product and 
multiplies the supplies of the community, is helping to 
lighten the load of his fellows and is worthy of our 
honor and applause. His fellow citizens should have a 
chance to know him. The men who do big things in 
America, whether it be in politics, finance or letters, 
never lack for publicity; yet they are not more worthy 
of our praise and admiration than the man who does 
in a limited sphere the things that are essential to our 
well-being and does them better than his neighbors. 
In our admiration of the mountain’s grandeur let us 
not ignore the beauty of the valley. The mountain 
may fascinate us but the valley feeds us. 





Your work not only honors the good worker; it 
attracts the attention of other workers, touches their 
pride, and stimulates a generous productive rivalry 
among the members of the whole guild. If a claim is 
made that some worker is doing more and better 
work than his fellows, every good worker picks up his 
pride and wants to be shown; he wants to show what 
he can do himself, for the American worker when 
stirred is not willing to take anybody’s dust. Honor- 
able competitive emulation will breed honorable 
productive stimulation; and in these days of shorter 
work hours and decreasing production in a world of 
constantly increasing wants the solution of our in- 
dustrial problem must be sought in the personal pride 
and increased productivity of the individual work. 

The best worker in any shop is its best asset, if the 
employer learns how to utilize him properly and foster 
his capacity. Democracy is safe when its honors and 
praises are for merit, productive merit; democracy is 
a failure where its aim is merely an equality of medioc- 
rity, a dwindling capacity for good work, a diminishing 
industrial conscience. 

The Post is doing good work. Keep it going. Give 
us the picture and story of every champion worker in 
every industry. The best workers will help this 
Republic today far more than the best talkers. 

(Read page 42) 





Going Directly to the Public 


CURIOUS development in newspaper advertising 
has manifested itself in the past few years, which 
is indicative of the attitude of the American Govern- 
ment toward business and business men. We have 
before us a copy of the city newspaper in which fully 
one-fourth of the space devoted to advertising is taken 
up by indignant protests by business concerns 
against gross injustice at the hands of Government 
boards and officials or, as in one case, by the publication 
of a letter of apology of an official for a gross injustice. 
It appeared that a condemnatory report had been 
signed and placed on record three days before the man 
accused presented his defense. 
Private concerns are being compelled to spend 
thousands of dollars in direct appeals to public 
opinion, to free themselves from unjust and scandalous 
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charges, or to guard against unjust and injurious 
condemnation by Government boards, committees, 
commissions, and inquests of all sorts. Other well- 
ordered governments make every effort to work with 
and for the business men of the nation, rather than 
against them; our Government seems to consider the 
mere fact of being a business man prima-facie evidence 
of guilt of some kind. The investigating board gazes 
upon him the moment he appears before it as one fit 
for condemnation. They don’t know yet what he is 
guilty of; but he must be guilty or he would not be 
there; condemn him first, then let him defend himself 
as best he can—after the board is adjourned. Then 
after the condemnation is freely spread all over the 
country, be it ever so unjustly, let him catch up with 
it as best he can, by expensive advertising. The whole 
matter presents a curious situation. 

Public opinion is still the court of last resort in this 
country, all-powerful and absolute. It is sometimes 
apparently a slow-moving court, an indifferent court, 
even a prejudice court; but it stands supreme, 
nevertheless. No one can afford to ignore it, and 
every one who has interests at stake must present his 
case in one way or another. This applies to the in- 
dividual business concern, or group of concerns, or toa 
whole allied line of trade. 

It will be good for all manufacturers and merchants 
to be better understood by the public. They should 
gladly do their part toward educating the general 
public. But it would seem sometimes that the 
Government ought to do less pulling in the opposite 
direction, less muddling of issues, less catering to 
radicalism, less misinterpreting of legitimate busi- 
ness practices. In a word, the Government ought 
to help in the suppressing and extermination of the 
weeds of misrepresentation and prejudice, instead 
of spreading fresh seed. 





It Isn’t Being Done 


N the relation of one merchant to another, in lines 
of apparel, it is well to consider the common 
brotherhood of service to the public. The shoe mer- 
chant may think that he is much misrepresented in 
the daily press, but he has nothing on the grocery and 
provision dealer. As one good merchant put it: 


The retail provision dealer is to open his store in the 
morning and find it full of goods which have grown there dur- 
ing the night and cost him little or nothing. His landlord 
charges him no rent, he pays no taxes, his clerks work for 
nothing, his horses don’t eat and his trucks don’t burn gas; 
therefore, if he charges anything for the goods, he isa profiteer, 
pirate retailer, corner-store pirate, gouger, et cetera. 

He certainly has our sympathy, but don’t you, as a 
shoe merchant, join the general mob of unthinking 
people and condemn what you know very little about. 
Don’t be guilty of saying ““The average woman will- 
ingly pays $25 to $50 for headgear without hesitancy.” 
You know that it is not true. When you are talking 
averages be careful where you place them. If the 
truth were to be spoken, the average price of shoes in 
this country would be nearer $5 than $10. And good- 
ness knows that the average on hats worn two and 
three seasons by economical women in both country 
and town is less than what we would even dream it is. 

It is for you to state your own proposition, for you 
should certainly know something about it. Give the 
other fellow a chance to tell his story without posing 
as a general authority on merchandising prices. Bea 
good rotarian, or a Kiwanis man. ° 





Stick to Your Grades 


HE timid merchant who is trying to soften the 
blow of higher prices to his type of customer by 
dropping far below his grades and selling a “feature 
shoe” at a price, is sowing trouble for himself as time 
goes on. Many stores throughout the country which 
have always enjoyed a top-grade trade have adver- 
tised and sold shoes at a price far below their usual 
standards for workmanship and material which made 
the reputation of their store in the past. 

What the reason for dropping “‘out of grade’’ is 
other than timidity is not apparent. Some day the 
people must pay the new prices and that merchant 
who is not holding to his grade and educating his 
trade to the values is but putting off “the day of 
understanding.” 

The proper thing to do is to hold to your grades and 
to educate your trade to the price which it must pay if it 
wishes the same standard of footwear as it has had in 
the past. To substitute an inferior shoe is to destroy 
the good name of the store built up on years of careful 
selection of footwear and excellent sale thereof. 
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“LAW AND ORDER” ENDORSED 


Boston Shoe Traders’ Club Stands for American- 
ism 

The members of the Boston Shoe Trades’ Club at 
their weekly luncheon-meeting Wednesday noon 
took appropriate notice of the great Election Day 
victory for law and order and Americanism by adopt- 
ing the following resolution: 

**Resolved, That the Boston Shoe Trades’ Club 
extends its hearty congratulations to Hon. Calvin 
Coolidge on his triumphant re-election as Gov- 
ernor of Massachusetts and as the exponent of 
rock-ribbed Americanism—a victory to which 
adherents of all political parties contributed, 
and which has thrilled and heartened our entire 
Nation.”’ 

When President Everit B. Terhune put the resolu- 
tion to vote there was a resounding chorus of “‘ayes”’ 
and not a single dissenting vote. 

In speaking to the resolution, President Terhune 
said: . 

Yesterday was a red-letter day, not only for Massachu- 
setts, but for the United States of America. I ‘am prouder 
than ever of being a citizen of this grand old Commonwealth. 
It was not so much the election of Governor as a protest 
against lawlessness and Bolshevism. I think we do not yet 


realize what really happened here yesterday. The citizens of 
Massachusetts sounded a note that will be echoed throughout 


the world. 

Attention was called to the fact that a number of 
prominent members of the shoe and leather trade 
were elected on Tuesday to the Legislature, these 
including Mr. Frank G. Allen of Boston, Mr. Walter 
T. Creese of Danvers, and Mr. E. T. Wright of 
Rockland. Jas. F. Ingraham, Jr., elected to the 
Executive Council, is also connected with the indus- 
try. 

_ A Nation of Morality 

The luncheon speaker was Mr. Rufus R. Wilson of 
this city, secretary of the National Association of 
Cotton Manufacturers, who spoke on the present 
industrial situation. 

In the course of his remarks he said: 

Yesterday’s election in Massachusetts has again taught 


the world that this is a country of morality and respect for 
law and order, and not a country of marplots. Without re- 
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gard to party affiliation, we all have a right to congratulate 
ourselves on this outcome. It undoubtedly is destined to 
have an important effect on the entire country in the critical 
days that are ahead of us. 

As to the industrial problem of the moment, it is perhaps 
not strange that so many of us are unable to grasp its real 
significance. 

It is but one result of the fact that in the last fivellyears 
the paper money of the world has increased from $6,000,000,- 
000 to $36,000,000,000. We are facing a long series of prob- 
lems, but it only needs the exercise of common sense and good 
judgment to make matters come out all right. 

Things will begin to improve when Russia and some of 
the other disturbed countries of Europe emerge from their 
troubles, and when the American farmer discovers that he 
cannot buy so much with his money as formerly. 

We have all got to realize that this is a Government[of 
laws and not of men. We need in this emergency to exercise 
the same courage, patience and farsightedness that were 
characteristic of the late Colonel Roosevelt. 


. Mr. James A. Patterson, a prominent shoe merchant 
of Glasgow, Scotland, was among those at the head 
table. 


BOSTON BOOT AND SHOE CLUB 
Will Hold Monthly Dinner at Copley Plaza, 
November 12 
“Financing a Fighting Army’’ will be the subject 
of the leading address at the monthly dinner of the 


Boston Boot and Shoe Club, to be held at the Copley 


Plaza Hotel, Wednesday evening, November 12. 

The speaker will be Brigadier-General H. M. Lord, 
one of the most progressive representatives of the 
United States War Department. 

General Lord is Director of Finance of the United 
States Army, is a native of Maine and a graduate of 
Colby University. At one time he was engaged in the 
newspaper business in Rockland, Me., and later in 
Denver and Tennessee. He served in the Spanish- 
American War and has since then been connected 
with the Regular Army, at the present time being a 
Brigadier-General, Quartermasters’ Corps. 

An expert on questions of finance (he wears a 
Distinguished Service Medal conferred by the Secre- 
tary of War for his services in connection with 
financing the Army during the late war), General 
Lord’s address will be timely in connection with the 
proposed reorganization of the American Army. 
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French Last Impossible in America 


The ‘‘Recorder’s” stand on the French last 
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is nationally sustained: 


Study the illustrations and read what the 
National Boot and Shoe Manufacturers’ As- 
sociation says. 


We do not recommend or advise the wearing of extremely 
short vamped and blunted widened toe models which 
are now being exploited by a few opportunists in the trade 
who are again taking up the old and abandoned “‘stage”’ 
last with extreme short vamps of many years ago. They 
are endeavoring to bring them out as French models, 
which were and are inartistic and which would simply be 
reproductions of abandoned types of footwear formerly 
used only in this country, often on the stage. 


The types and styles which are being exploited are also 
detrimental and injurious to the feet on account of the toes 
being forced into the ends of the shoes, which press them 
there so very tightly by the weight of the person against 
the end of the toe that the ball joint of the foot will be 
thrown out of line and the development of corns and 
bunions and ingrowing nails be brought about. In addition 
to this, abnormal development of the tarsal joint will be 
brought about in aiding the development of abnormal feet. 








Brigadier-General John W. Ruckman, commanding 
the North Atlantic Coast Artillery District, and other 
prominent military men also will attend the dinner as 
guests. 

Another interesting speaker will be Magnus W. 
Alexander, of the National Industrial Conference 
Board, who will discuss the present acute industrial 
situation. President William H. L. Odell will preside. 


CONNECTICUT SHOE MERCHANTS 
Will Meet at Hartford on November 12 at 3 p. m. 


A meeting of the Connecticut Shoe Retailers’ 
Association will be held at Bond’s Restaurant, Main 
Street, Hartford, on Wednesday, November 12, at 
three o’clock, followed by a dinner at 6.30 p.m. 
Timely topics and all matters of importance regarding 
the business of the association will be discussed and 
action taken. 

Invitations have been issued to men of National 
prominence in the shoe and leather industry, who will 
answer any questions, as also to all members of the 
trade. The president, Thomas J. Mildren, has sent a 
letter to members, in which he suggests that they let 
him know as early as possible in regard to their 
attendance so reservation may be made. 


VERMONT MERCHANTS MEET 
Strong for Convention and Firm Membership 


Meeting of the retailers of Turland, Vermont and 
vicinity at the Berwick Hotel, Thursday, October 30; 
dinner at 7 o’clock, meeting began at 8.30. 


Present: B. J. Boynton, Vermont Association, and 
his partner, Edward Cram; Mr. Davis of Henry & 
Davis. Speakers—F. E. Ballou of the Ballou Shoe 
Company, Providence, R. I., who talked on the bene- 
fits of association work, and Mr. C. A. Derr of Derr 
& Bandquist, Worcester, Mass. Mr. Gardner out- 
lined the convention and explained the bills in Con- 
gress—the Stevens-Ashurst, the Siegel and the Jones 
Bills. 

As a result of the meeting every firm represented, 
but one, became a firm member, and that firm will 
probably subscribe to firm membership next week. 

This meeting adjourned at 1.30, full of pep. 

An after meeting was held, across the street, at 
another lunch ending 2.30 a. m. 

As a result of the day’s visit the whole vicinity has 
pledged to a man to be in Boston to the convention. 


RHODE ISLAND DAY 
To Be January 12 in Boston 


On November 4, 47 of the Rhode Island Retail Shoe 
Merchants’ Association met and important questions 
discussed at Fred Fenner’s store. 

Arthur L. Evans spoke on the “Aims and Objects of 
the History, Progress, Development and Future of the 
Retail Shoe Salesman’s Institute,” and explained 
same to the members very enthusiastically. 

The committee planned to canvass every shoe store 
in Rhode Island, urging the retail merchants to join 
the Rhode Island association. 

It was decided by vote to come in a body to the 
National Convention at Boston the opening day, 
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“Rhode Island Day.” The next meeting will be held 
at the Regal Shoe Store the first Tuesday in December. 


POLICE COMMISSIONER ULMAN 


Appointed Deputy in Great New York Police 
Force 

J. Stevens Ulman, president of F. Blumenthal 
& Co., New York, has been appointed to the Home 
Service Division of the New York Police Force, being 
a co-commissioner with Rodman Wanamaker, 
General DuPont, Daniel Guggenheim, Colonel 
DeMont Thompson, John Shaw and Dr. Smith. 

Mr. Ulman is deeply interested in the efficiency of 
the police department and is now devising a plan of 





J. STEVENS ULMAN 


co-operative merchandising, and he is also interested 
in the organization of a police hospital and welfare 
work incidental to the upholding of Law and Order. 
On Monday he was made a Special Deputy Police 
Commissioner and his new duties mean a great deal 
in the study of the helping of the policing of this 
great city. His personal influence will be great in 
the solution thereof. 


AWARDS GYMNASIUM SHOES 
More Army Business Given out 


Washington—The Leather Rubber Goods Division 
of the War Department has awarded the following 
contracts on bids opened in Washington, November 
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3: 45,000 pairs of chrome split gymnasium shoes, to 
Joseph M. Herman Shoe Company, at $3.464 per 
pair, and 25,000 pairs of the same to Charles P. 
Keighley Shoe Company, Vineland, N. J., at $3.41 per 
pair. 


MERCHANTS INTERVIEW NEWSPAPER ED- 
ITORS 


Real Committee Has a Real Understanding in 
Detroit 


Detroit—The Detroit Retail Shoe Dealers’ As- 
sociation has started its Fall and Winter work with 
an enthusiasm that promises well for the future. 
At a regular meeting held October 22 a representative 
attendance of the association took up the matter 
of unfair newspaper reports affecting the shoe in- 
dustry, and especially in so far as it affected the re- 
tailing of shoes. A committee of prominent mer- 
chants and heads of departments was formed to inter- 
view the newspaper editors in an effort to prevent 
as far as possible rubbishy lies and distorted truths 
from being given out as news, as well as being com- 
mented on unfavorably to the dealer in the editorial 
columns. This committee consists of J. E. Wilson, 
the J. E. Wilson Shoe Company, operating the Walk- 
Over stores; A. O. Day, general manager R. H. Fyfe 
& Co.; Thomas Jefferies, manager shoe department, 
Crowley Milner Co.; R. T. Thompson, manager shoe 
department, the J. L. Hudson Company; Max 
Burnstein, manager Alfred J. Ruby, Inc.; Thos. 
Meath, manager Queen Quality Shoe Store; Frank 
Mosteller, manager shoe department, S. L. Bird & 
Son; M. F. Edwards, manager basement shoe 
department, Newcomb, Endicott Company. 


To Combat Untruths 


At a subsequent luncheon-meeting at the Fellow 
Craft Club a very enthusiastic gathering listened to 
the favorable report of this committee. The editors 


- of the various newspapers were courteous in their 


anxiety to assist the dealers in discouraging sensational 
untruths and agreed to work in co-operation with 
them. 

The Grievance Committee, consisting of the first 
five named in the special committee to interview the 
editors of the newspapers, will hereafter look after 
this matter. Members and others are asked to hand 
in newspaper clippings, favorable to the trade or 
unfavorable, that appear in the newspapers and 
magazines, trade press and elsewhere. It will be the 
endeavor of this committee to take up unfavorable 
comment with the editors of the offending periodical, 
while at the same time the committee will probably 
issue comments on the facts of the various phases of 
the higher prices for shoes that prevail. The extent 
of the co-operation of the members will determine the 
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exact extent of the propaganda issued by this com- 
mittee. ; 

At the next meeting the president, Thos. E. Jack- 
son, expects to be able to lay down a program for the 
Winter that will meet with the enthusiastic approval 
of the members, and work out to the best interest 
of the association. 


GREAT SHOE FAIR IN LONDON 


Buyers from Spain, France, Holland, South 
America and Australia 

London.—The Shoe and Leather Fair which has 
been held in England this week at the Royal Agricul- 
tural Hall, London, has been a tremendous success, 
particularly when it is remembered that all the 
manufacturers are still suffering from the effects of the 
war. There is hardly a manufacturer of any conse- 
quence who is today able to cope with the business 
he has in hand, partly from the lack of material and 
labor and also from the immense home trade that is 
being done. 

So much is this the case that in order to deal in 
some measure with export business an association is 
being formed and had its meetings during the fair 
to establish a standard set of patterns something 
on the lines of the standard war boots so that export 
orders can be handled collectively by the members of 
the association. We understand that an effort is 
being made to produce a really high-class article on 
standard lines. 


HARRY M. HAMILTON DEAD 


Well-Known Salesman in South Died at Mt. 
Clemens 

Harry M. Hamilton, who travels the South for the 

Dalton Shoe Company, Inc., of Brockton, died at 

Mt. Clemens, Wednesday, November 5, after a short 


illness. 

Mr. Hamilton was one of the best-known travelers 
in the South and had made all of his plans to make his 
territory this season, starting out with the salesmen, 
but through sickness went to Mt. Clemens and there 


passed away. 


AMALGAMATED LEATHER COMPANIES, INC. 


Public Flotation of Preferred and Common 
Stocks 

Boston.—There was recently incorporated in Dela- 
ware, with nominal incorporators, a concern entitled 
Amalgamated Leather Companies, Inc. It represents 
the various interests in the upper leather business 
controlled by F. Blumenthal & Co. under the presi- 
dency of J. Stevens Ulman. A public flotation of 
preferred and common new stock of the new amalga- 
mation is being arranged by Goldman, Sachs & Co. 
and Lehmann Bros. 
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1920 CONVENTION BOOSTERS 


Hunting Prairie Chickens and Talking Chicken 
Shoes and Boston 
By FRANK P. MEYER 
Harry E. Fontius, president of the Mountain 
States Shoe Retailers’ Association, and Frank P. 
Meyer, secretary-treasurer of the National Shoe 
Retailers’ Association, have been shooting prairie 
chickens. 
Harry E. Fontius of Denver has been spending the 
past week with F. P. Meyer, at Danville, Illinois, 
where they hunted prairie chickens, but most of the 





HARRY E. FONTIUS and FRANK P. MEYER 
Shooting Prairie Chickens 


time talked chicken shoes and Boston. Mr. Fontius, 
who has the reputation of being one of the “‘live ones” 
in the shoe game today, is also a thorough sportsman. 
During a tournament in Danville, he ave.. 2d 100 
per cent, breaking 100 out of 100. 

Messrs. Meyer and Fontius are planning on bring- 
ing a big crowd to Boston. Mr. Meyer will have a 
special train out of Chicago for all Illinois shoe men 
and it is now being planned to have the Colorado 
retail shoe merchants on the same train. Mr. Meyer 
is chairman of the Booster Committee, and states 
that he is receiving favorable replies from almost all of 
the presidents and secretaries of the different State 
associations, each promising that his State will be well 
represented. 





42 BOOT AND SHOE RECORDER 


Nov. 8, 1919 


Championship in the Making 





MORRIS GALAID 


BICHI PALMERI 


Any man who makes two blades of grass grow where only one grew before, who 
increases his product and multiplies the supplies of the community, is helping to 
lighten the load of his fellows and is worthy of honor and applause. 


Two Newspaper Stories --- Stimulation of Production 
From the Boston Post 


MORRIS GALAID 


Of the Cotter Shoe Company of Lynn, Who Is 
Said to Be the Champion ‘‘Side Laster” of 
Lynn 


The superintendent of the Cotter Shoe Company of Lynn says ‘that Morris 
Galaid is easily the “champion” side laster of Lynn. ; : 

What is known as “‘pulling over” and “‘side lasting is the work that Galaid 
accomplishes with a speed as to astonish those working in the same room 
with him, or those who are similarly employed in other shoe factories. 

Mr. Galaid says that he can do 150 pairs of shoes a day, which is regarded 
as super-speed. This means that he “‘pulls down” and “‘side lasts’’ that num- 
ber of pairs in nine hours. 

So confident are those employed in the Cotter Shoe Company plant that 
Galaid can a any man in Lynn as a side laster that they are willing to 
arrange a match at any time. we 

Side lasters in a shoe factory are well paid, for they usually work “by the 
piece” and accomplish much in the hours in which they labor. 


If a retail store salesman makes a record “book”’ or 
a factory worker a record “day,” tell it to us—it is 


BICHI PALMERI, “CHAMPION” SIDE LASTER 


Mr. Palmeri Is Employed at the Edwin Clapp & 
Son Shoe Factory in East Weymouth, and Is 


Considered a Hustler 


Sitting at his bench all day long, driving little nails the shoemakers call 
“‘tacks,”’ Bichi Palmeri proves that he is the champion “‘side laster’’ of the 
Edwin Clapp & Son shoe factory in East Weymouth. It is not necessary to 
take the word of Palmeri, however, that he is the best side laster in the estab- 
lishment, for this is the statement of big ‘“Tom’’ Greaney, who has been fore- 
man in the Clapp lasting room for many years. 

When Palmeri is asked how he ~— 7 to do so much work in a day he 
smiles and replies that it is just as much a mystery to him as anybody else. 
He almost always does 12 dozen side lasts in a day, which means thousands of 
strokes with his hammer. 

The work that a side laster does is to connect the bottom part of the shoe 
with the “‘upper.”’ 

To place one shoe together in this manner requires 32 tacks, at least. 

Palmeri has worked in the Clapp factory for the past 10 years. He was 
born in Italy 37 years ago, but learned his trade in this country. 

If there are faster side lasters in New England than Palmeri those who 
work with him would like to hear from them. 


pride of production which will win—see editorial on 
page 36. 





Big Farewell Banquet 


Tendered British Shoe Manufacturers Before 
Sailing 

At the Biltmore Hotel, New York, some 60 of 
the prominent shoe and leather men of greater New 
York tendered a dinner to the delegates from the 
British Shoe Manufacturers’ Federation on October 
27. 

The committee in charge were Emil Weil, John 
Garside and George W. Baker. Through the ill- 
ness of Emil Weil on the day of the dinner, 


John Garside served ‘in his place as toastmaster. 
Felicitous speechmaking on both sides made the 
meeting one of the most eventful in the history of 
the trade. The principal speakers were Richard 
Young of Richard Young Company; John Slater of 
J. & J. Slater’s, New York; Alfred Lovell, dean of the 
visiting delegation, and A. W. Hollister, also of the 
Federation. The final speaker of the evening was 
Everit B. Terhune, treasurer and general manager 
of the “Boot and Shoe Recorder.” 

The dinner was an appropriate finale of the Splendid 
tour of the shoe and leather centers of America. 
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(From left to right)—Ed. Ingwel, Cattle Buyer of Swift & Co.; Mr. Fitzgerald, Advertising Department Swift & Co.; J. C. Cook of Frederic Cook, Ltd., South 

Place Shoe Works, Rugby, England; A. W. Hollister, Frederic Cook, Ltd., South Place Shoe Works, Rugby, England; Earl C. Logan, Western Editor of the “Boot 

Walter W. Cann, Cliftonia Boot Works, Whitehall, Bristol, England; Alfred Lovell, A. Lovell & Co., Challenge Boot Works, Kingswood, 
Bristol, England; Stanley James, Cattle Buyer, Swift & Co. 


and Shoe Recorder”; 


How Cattle Are Bought and Sold 


Instructive Story on the Chicago Stockyards as Viewed by the British 
Shoe Manufacturers on Horseback 


novel experience of the delegation of British 

Shoe Manufacturers who recently visited this 

country was a forenoon spent in the Union 
Stockyards and an excursion through the meat pack- 
ing plant of Swift & Company. 

These big buyers of leather knew of the Chicago 
stockyards and something of the meat packing plants 
adjacent to them. They were amazed, however, to 
learn that the stockyards comprise 642 acres of 
stock pens laid out in regular streets and alleys. That 
these streets and alleys are paved and thoroughly 
cleaned every day. The great number of animals 
bought and sold each day in the yards was also a 
revelation to them. 

The plan of trading in the yards was not at all 
as they had it pictured. 

They had an idea that a bunch of cattle was driven 
to the central part of the yards and sold at auction. 
In order to give these gentlemen a true idea of just 
how purchase and sale are conducted in the yards they 
were mounted on horseback, taken through the yards 
in company with two cattle buyers of Swift & Com- 
pany. 

The Cattle Reach the Pens 

It was explained to them that each bunch of cattle 
coming to the yards is consigned by the shipper to a 
commission firm. Each such firm has a certain 


number of pens allotted to him according to the amount 
of business he does. 

Cattle usually arrive in the night and employes 
of the commission firm drive them from the cars to 
his particular pens. 

In the morning the buyers mounted on horseback 
meet the various brokers, also on horseback, at the 
pens and dicker on the price of the animals. 

Beside the buyers representing the five big packers 
there are numerous other buyers constantly in the 
yards, some representing other large packers, some 
buying for packing plants outside of Chicago, some 
who buy ‘“‘feeders”’ for resale to farmers, some specula- 
tors who buy and hold for higher market or for ship- 
ment to stockyards in other cities; so all in all the 
buying is usually quite spirited and competitive. 


Sales ‘fon Honor’’ 


A significant fact about stockyard transactions is 
that all transactions are made on an honor basis. 
Nothing is committed to writing. The word of a 
buyer or commission man is considered inviolate. 

In one of the first pens visited by the British manu- 
facturers was a bunch of good yearling cattle. One of 
the buyers in company with the commission man rode 
into the pen; after looking the cattle over asked the 
price. “Seventeen-fifty,” said the broker. “You are 
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too high,” said the buyer. ‘Most of this bunch are 
branded; four of them are not up to grade. I will 
give you sixteen-seventy-five.” “Can’t stand that 
price at present, Stanley,” said the broker. And so 
the party moved on from pen to pen. Nearly an hour 
later an employe of the commission man came to 
this buyer and reported to him that the broker was 
weighing up the cattle. 

This is typical of stockyard transactions. Those 
cattle were driven to the scales, weighed up and 
transferred from the employes of the commission 
man to the employes of the packer. The weigh- 
master’s ticket showing the number of pounds and the 
price was the only written instrument of the transac- 
tion. Later in the day the weighmaster’s ticket was 
O. K.’d by the buyer, a check drawn for the amount 
in favor of the broker and the transaction was ended. 


Strictly Cash Each Day 


Honor and cash are two significant words in stock- 
yard transactions. The word of both buyer and 
broker is accepted without question by the weigh- 
master and every transaction is done on strictly cash 
basis. The daily average of animals handled in the 
yards is 60,000 having a cash value of about $3,000,000. 
When the yards close at night every head of stock that 
has been sold during the day has been paid for. 

This unique way of conducting such a large enter- 
prise was one of the surprising and interesting features 
to the British shoe manufacturers. 


Selling Lovell ‘“‘Some Bull”’ 


During the excursion through the yards a com- 
mission man mistaking Alfred Lovell for a cattle 
buyer tried to sell him a bunch of bulls, but the 
shrewd Englishman after looking them over remarked 
that in his opinion they were not up to the standard 
of the ‘‘American bull” that had been handed to him 
in other places which he had visited and so he declined 
to purchase. 

Another interesting hour was spent in an excursion 
through a part of the plant of Swift & Company. 
Here these Britishers saw hogs being slaughtered at 
the rate of four hundred an hour and cattle at the rate 
of one hundred an hour and then were told that in 
other plants of this company and the many other 
plants in Chicago that this same thing was being 
duplicated over and over. They began to get some 
conception of the immensity of the American Meat 
Packing Industry, and the reason the United States 
occupies such an important position in the hide and 
leather industry of the world. 

They were shown the process of skinning cattle 
and then were taken through one of the large hide 
houses and shown the process of grading, sorting and 
salting the hides and skins, which was also a matter of 
nterest to them. 
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Before leaving Chicago the British party said 
thzt they had seen many interesting and surprising 
things during their tour of the country but no part 
of their travels had been more of a revelation to them 
than the magnitude of the stockyards and the packing 
plants surrounding it and also the processes in the 
yards and in the plants. 





Keen Observation on Conditions 
Louis Halle Looks Forward 


Boston—Louis A. Halle, Secretary of F. Blumen- 
thal Company, New York City, paid a visit this week 
to the Boston headquarters of that company and 
reports tremendous interest on the part of merchants 
of the country over in the window trimming contest, 
popularizing F B & C Kid. 

He considers the big thing uppermost in the 
national mind today is the strike situation and that 





My Largest Single Sale 


Everett, Washington-Model Sample Shoe 
Company, 19 pairs of women’s shoes, size 
5-6, 5-614, 5-7, 4-8-E; price $5.50 per pair, 
total, $104.50. These were sold to an Italian 
to send to Bari, Italy. Shoes were on old 
stage last and were in stock for the past 
two years. 











business is playing a sort of waiting game until some 
solution comes thereto. 

He believes that once the peace treaty is ratified, 
that business will go forward with leaps and bounds; 
that credit will be established internationally and all 
industry will be benefitted. 





Prescription for Old Shoes 


Recommended by U. S. Department of 


Agriculture 


To reduce the high cost of walking, the United 
States Department of Agriculture has become a 
doctor to old shoes—not a general practitioner, but a 
consulting specialist both in diagnosis and treatment. 
One of its most recent prescriptions, evolved by the 
Bureau of Chemistry, has to do with the pair of last 
winter’s shoes that, about this time of the year, are 
pulled -out of the closet full of mildew and looking 
hopelessly done for. The prognosis is that the disease 
is not fatal, but that the shoes are good.for a month 
of two anyhow. The treatment is: Brush or rag, 
applied externally; castor oil, small quantity vigor- 
ously rubbed in; sunshine, one or two days. 
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A Letter of Thanks 
To the Shoe and Leather Industries 


EVERIT B. TERHUNE, ESQ. 
Boot and Shoe Recorder, 
Boston, Mass. 


Dear Mr. Terhune: 

We, the undersigned Delegation of British Boot Manufacturers now on the point 
of departure for ‘“‘home,”’ desire to place on record our high appreciation of, and grati- 
tude to, you for the very great service you have rendered us in the furtherance of our 
mission here in the United States. 

You have, if we may venture to say it, without being considered profane, “‘removed 
mountains, exalted valleys, and made the rough places plain.”? Without your valued 
assistance we must have left undone much that we have done. What would have been 
a more or less difficult and great undertaking, through your efforts became a com- 
paratively easy and enjoyable excursion, and words fail adequately to express the 
gratitude we feel. 

We desire to put ourselves under a further obligation to you, and that is to ask you 
through the columns of your valued paper to convey to the gentlemen in the various 
centers, whom we met in social and fraternal intercourse, how much we appreciate 
their benevolent hospitality; the heartiness and cordiality of their welcome, the 
readiness with which at once they opened to us their hearts as well as their plants; 
and further how deeply we have been moved by the enthusiasm and sincerity with 
which they reciprocated the sentiments expressed by us for a closer and growing inti- 
macy. 

We sincerely hope that the interchange of. visits between manufacturers of the two 
countries which you have advocated and have been instrumental in starting may in 
the future become possible at regular intervals, and that your hopes and ours in this 
connection may be fully realized. 

We shall carry back with us to the “‘Old Country” lifelong and ever green memo- 
ries of the “‘New Country”’ in the form of one great living picture, the subject of which 
will be the six weeks’ personal intercourse enjoyed with the Boot Manufacturers of 


America. 
Fraternally yours, 


(Signed) ALFRED LOVELL, 
WALTER W. CANN, 
GEORGE BARNES, 
A. W. HOLLISTER, 
J. C. COOK. 


Delegates from the 

Incorporated and 

Federated Association 

of Boot and Shoe Manufacturers 
of Great Britain and Ireland. 
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THE BIGGEST AND 
BEST N.S. R. A. CON- 
VENTION EVER HELD 








To the Retail Shoe Fraternity: 


—better—broader merchant. 


This includes you! Mr. Shoe Merchant—even if you’re not a member of the 
Association—we want you to come to our Convention. Come and get acquainted 
with the “‘Live Wires”? from your own State and from all over the country. 4 

And to you, who belong to the Association, we say, plan your work so that we 
will have you with us on January 12, 13, 14 and 15, 1920. 

This Convention is of vital importance not only to you, but to the Shoe Frater- 
nity at large. Topics of interest will be discussed that will help you to be a bigger 


1920 CONVENTION COMMITTEE. 

















SEND IN YOUR HOTEL RESERVATION TODAY 



































A Model Retail Shoe Salesmen’s Association 


Adopt a Plan Whereby Welfare Committee of Five Salesmen Will Adjust 
Complaints with Similar Committee of Merchants---Law and 
Order in Business as Well as Politics 


came into existence in 1914. Previous to that 
time, there had never existed an organization 
devoted exclusively to giving instructions in shoe 
salesmanship. The association aims first of all to 
give such instructions to the retail shoe salesmen of 


Boston. 


7s Boston Retail Shoe Salesmen’s Association 


Salient Points of Association 


The association’s object is to establish ideals and 
standards of shoe retailing by which a trade shall 
become a profession, and a better understanding and a 
stronger fraternal feeling developed among _ shoe 
salesmen and between salesmen and merchants, not 
only in Boston but in every city in the United States. 
The association also co-operates with the National 
Shoe Retailers’ Association. 

The association is organized to help shoe salesmen 


to become more valuable to themselves by becoming 
more valuable to shoe merchants. 


The President Is Rodney L. Upton 


At the head of this association is Rodney L. Upton, 
manager of the shoe department of R. H. White 
Company, who came to office at the annual election 
in the Spring of 1919. 

Mr. Upton says: “Recently we had what we call a 
round-table subject discussed, entitled ‘What Does 
the Association Stand For?’ Each and every member 
was required to get up and tell what it stood for. 
This was like a snowball in its momentum of interest 
and in the confidence which the salesman gained in 
his ability to publicly express himself, 

“I tell men in this department that the most im- 
portant feature in selling shoes is to find out how to 
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talk. This public expression method has really been 
a means of bringing out the personality and efficiency 
of a number of members. In a general way we talk 
over the possibilities of wages and a commission sys- 
tem as against the salary system. In fact, we debate 
every feature connected with business. 


Top-Notch Efficiency Is the Aim 


“We are not a union in the sense that is usually 
applied to that term, nor do we intend to become one. 
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RODNEY L. UPTON 
President 


We endeavor so to develop ourselves that we will 
attain top-notch efficiency, realizing that if there is 
any monopoly it lies in the feature of top-notch 
efficiency. We propose to control in a certain way 
our own ability at a price which we really consider 
should be recognized by those we work for. If it is 
not recognized, or one of our clerks is badly treated, 
we determine in the council the advisability of 
securing for him better advantages elsewhere. We 
make every effort to find him a position and are 
usually able to do so very easily. We do not seek to 
control any one’s business; we seek the proper plane 
for our own advancement in council. 


Close Co-operation with Employers 


“We co-operate very closely with our employers. 
We do not dictate methods, but I will say that every 
suggestion that we have made has been taken very 
kindly and accepted in the best of spirit. I have 
every reason to think that in the future we will con- 
tinue to have all of the co-operation necessary to our 
objectives. Our employers seem more than anxious 
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to work with us because they know that we are trying 
to educate ourselves and make ourselves worth the 
money we ask.” ; 

Mr. Upton emphasized the salient points of the 
association’s aims in a round-table talk which he 
made before twenty-nine salesmen members at a 
meeting of the association held October 20. 

“Our association very clearly stands for education 
as a means of development, but deeper still lies the 
job of being a man. Honesty and mutual service, all 
round, furnish the only permanent solution of wage 
difficulties. Here also lies the keynote of this associa- 
tion.” , 

Active at Meeting of November 3 


An important meeting of the Executive Board was 
held on Monday evening, November 3. Among those 
who were most active at this meeting were L. W. 
Hollis of Thayer McNeil Company, who is a member 
of the Educational Committee, and Vice-President 
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Phodo by Bachrach 


CLARENCE W. POLLOCK 
Vice-President 


Clarence W. Pollock, to whom on a former occasion is 
attributed the remark, “I owe my present progress 
largely to the salesmen’s association; more to that 


than to anything else.” 





Five Pairs a Day 
The average American shoe worker produces five 
pairs of shoes daily, figuring the total factory employes 
against the total factory production per day. 
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No. 1—Section of Tool and Die Cutting Room 
No. 2—Automatic Press Department 
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No. 3—William J. Keith, Proprietor 
No. 4—The Enameling Department 


No. 5—Automatic Drop Hammer Room 


‘A Study in Shoe Ornaments 


From the Raw Material to the Finished Product 


is to make a sketch of the design to be executed. 
Several sketches are submitted and accepted 
or rejected. Sometimes a tracing is made from an im- 
ported hand cut model, where an imitation of a certain 
hand-made buckle is desired, and indeed so carefully 
and artistically are the tracings and dies made, and so 
skilfully is the electroplating executed that the finished 
product is almost identical with the original, and has, 
in addition, the non-rust feature. It also has another 
advantage in the fact that the ornament will not pull 
apart nor catch in any fabric with which it comes 
in contact. The dies are large metal blocks into 
which the design is cut by hand. 
The filing-room, where the dies are kept, of which 
there are some 4,000, is perfectly systematized, so 


§ er: initial step in the making of a shoe buckle 


that at a moment’s notice any die in stock can be 
produced. The dies in use are placed in an automatic 
drop hammer, striking a blow of 2,000 tons, which 
perfectly stamps into the metal the pattern desired. 
Here are cut up, in just one quality of metal alone, 
two tons of steel daily. These pieces of brittle metal 
are then thrown into a blast furnace in order 
to temper them. After treatment in the blast furnace, 
they are indeed unsightly, but a course in the elec- 
troplating room accomplishes wonders in the renovat- 
ing line and gives the student a glimpse of the final 
results to be accomplished. 


120 Buckles a Minute 


As to the metal itself, which is composed of alumi- 
num, steel, brass and gilding material, this comes into 
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No. 6—Electroplating Room 
No. 7—A Section of Hand Engraving Room 
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No. 8—Corner in Soldering Department 
No. 9—Foot Press Department for Hand Tool Operations 


No. 10—Section of Packing and Stock Room 


the factory in strips of 18 inches or more in width— 


its length consisting of many yards which are neatly — 


coiled, all ready for the automatic press department, 
where each man operates a battery of four automatic 
presses, stamping, piercing, forming and blanking 
in one continuous strip at the rate of 120 buckles a 
minute. 


Soldering Work Is Carefully Executed 


The soldering department is an important part of 
the plant and requires great care on the part of the 
operatives. Many buckle makers have this work 
done as an outside of the plant operation. Girls are 
employed in this department. 


Hand Engraving Department 


In the hand engraving room experts chisel out the 
enameled surfaces as correctly and accurately as if a 
pattern of beautiful effect had already been laid on 
the surfaces. Buckles requiring the white stone 
settings are also made by hand. 

A visit to the enameling department, which is so 
arranged that every enamel, lacquer and Japan 


finish in all colors can be easily applied, is worth 
while. An atomizer is used to produce fit and other 
effects required. 


Foot Press Department for Hand Tool 
Operations 


The foot press department where hand tool 
operations are performed is equipped with machines 
which with an instantaneous pressure produce an effect 
in no way inferior to one which could be produced 
by a hand-made buckle. 


Automatic Die Produces 2,000 Beads Per 
Second 


An automatic die produces 2,000 beads in one stamp 
as against the French method of laboriously placing 
one bead at a time on the metal frame. The whole 
idea is to give a beautiful effect at prices that the 
public can afford to pay. 

The equipment for making buckles is extremely 
elaborate and expensive. Once having obtained the 
idea, then executing the designs, the importance of 
the tools and machinery cannot be overestimated. 
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Chicago National Shoe Exposition 


Success of the First Show Insures Success of the Semi-Annual 
Repetition of the Event 


Travelers’ Association of Chicago began to 

sense out the feeling of retail merchants upon 
whom they called toward holding a shoe exposition in 
Chicago. 

Others of them took the matter up with Chicago 
firms, both manufacturers and wholesalers, to get 
their attitude on the project. 

All the data thus gathered together was tabulated 
and gone over. The result was the Shoe Exposition 
held at the Morrison Hotel the 7th to the 11th of last 


July. 


A YEAR or more ago the members of the Shoe 


First Show an 
Experiment 


The first exposition was, 
of course, an experiment. 
Plans of similar expositions 
which have been held in 
other cities were considered 
and ideas obtained thereby, 
and these ideas were used in 
conducting the first exposi- 
tion. In a general way 
those plans proved, effective 
and will be largely adhered 
to in the coming exposition 
which will be staged by the 
Chicago Shoe Travelers in 
the future. 

So great was the success 
of the first exposition that 
it was decided by both the 
Chicago wholesalers and 
manufacturers and the shoe 
travelers that the exposition should be a semi-annual 
event in Chicago’s shoe industry. 


In Chicago January 5-10 


The second exposition will be held at the Palmer 
House, January 5-10. Three entire floors of this 
popular hostelry have already been contracted for 
and it is probable that other floors will be taken over 
to satisfy the demand of manufacturers and whole- 
salers who will wish to display their lines at this show. 

The Palmer House is one of Chicago’s best-known 
and best-conducted hotels. It is the logical home of 
shoe travelers and probably houses more of this craft 
during their visits to Chicago than any other hotel in 
the city. It has ever been noted for its hospitality 
and the care and attention given to its guests. The 


Where the next Chicago National Shoe Exposition will 
be held. Three full floors of this hotel will be devoted 
to displays of shoes and shoe store accessories 


Palmer House is located in the heart of Chicago’s 
high-grade retail district. Within close proximity are 
many of the highest grade and best equipped retail 
shoe stores in the country. 

Retail merchants visiting the Chicago National 
Shoe Exposition will thus have an opportunity to 
study window trims, store decorations and retail 
store systems such as can be found in no other city 
in the United States. 


Not a Convention—a Business Show 


The Chicago National 
Shoe Exposition is not a 
convention in the sense of 
having set speeches or a 
program of entertainment, 
but it does present oppor- 
tunities for education as to 
“what is what’ in shoe 
styles, shoe construction and 
a comparison of shoe values 
obtainable in no other place. 

It presents an opportunity 
of seeing what is newest and 
best in window fixtures and 
interior store fixtures, win- 
dow trimming materials and 
designs; of seeing various 
lines of shoe findings and 
lines of other shoe-store ac- 
cessories. 

At the last exposition 
merchants were here from a 
dozen different States, from 
Canada, Cuba, England and 
even South Africa. By an interchange of ideas 
through coming in contact with shoe travelers, whole- 
salers and manufacturers, as well as merchants from 
widely separated districts, every man who attended 
the exposition went home broader and bigger than 
when he came. 

Every shoe manufacturing center in the country will 
be represented in the forthcoming exposition. Shoes 
of practically every grade and for every purpose will 
be on display, so that a merchant can obtain a broader 
and more liberal education in shoe conditions in a 
shorter space of time than is possible in any other way. 

The Shoe Travelers’ Association of Chicago through 
its secretary, Dave Davis, 35 S.. Dearborn Street, will 
gladly make reservations at any Chicago hotel for 
merchants who anticipate visiting the exposition. 
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*‘American Styles for Americans’’ 
French Last Condemned by Rochester Retail Shoe Merchants 


At the weekly meeting of the Rochester Retail Shoe Dealers’Association, held on Friday, October 31, 
styles were discussed and resolutions adopted approving the action of the Style Committee of the National 
Sboe Retailers’ Association in condemning the French Last. The resolution follows: 

The Rochester Retail Shoe Dealers’Association views with its heartiest approval the action of the 
Style Committee of the National Shoe Retailers’Association on October 22, 1919, in condemning at this time 
the introduction of the so-called French last. The French last, also the old stage last of seven years ago, 
is so radically opposed to the long vamp last which we now own and which our members have purchased 
for Spring selling, that the featuring of the very short vamp last, even as a novelty, would be fraught with 
the greatest danger to our business. é 

Resolved, that we earnestly urge our members to abide by the opinion and advice of the Style Com- 
mittee of the National Association, of which we are members, and that we do all we can as an association 
and as individual merchants, to discourage the sale of the short vamp French shoes at this time. Further 
be it 

Resolved, that we reiterate our approval of the Style Program adopted by the joint Style Committee 
for the Spring 1920 and that we believe in ‘‘American Styles for Americans.”’ 

Resolved, that a copy of these resolutions be sent to Secretary Mirkil of the N. S. R. A., and to Chair- 
man Julius Goldberg of the Style Committee of that body. 











Selling Argument Data 


Harvey “Bolsters Up’’ the Force with Sales 
Philosophy Projectiles---Round Table 


Discussions Inaugurated 


Harvey as Mr. Middleton, his senior part- 
ner, made a hurried entrance into his office, 


4 \ 7HAT’S the matter with Horne?” demanded 


slamming the door behind him. ‘My, Chief, but you 
look peeved! Your face looks like a storm cloud, 
your eyes are giving lightning flashes and your voice 
thunders ominously. What’cher all het up about?” 

‘But he won’t take advice!” 

“Did you give it to him in the right way,” urbanely 
interjected Harvey, and he could afford to be urbane 
for he was the least easy-to-be-flusterated of the two 
men despite the disparity in ages. 

“There, there,” he added hastily, “‘just loosen your 
collar and you’lk come round. Take it easy. Sit 
down and tell me all about it. I'll bet I’ve got an 
answer ready for your problem and it'll put the 
Dempsey on that trouble you’ve had with Horne.” 

Mr. Middleton relaxed into a comfortable chair, and 
gave a grunt. 

‘“‘What is it,’ combatively put in the elder, “what 
is it makes me see red when some bird of a salesman 
won’t stand for a rebuke, hey?”’ 

“You accuse him of ignorance instead of arousing 
his interest.” 

‘“Zowie! I couldn’t make an impression on his solid 
ivory with five minutes lecturing.” 


“You went at it the wrong way,” protested Harvey. 

“Do you mean to tell me, young man, that an old 
veteran like me don’t know how to pound sales- 
inspiration into a man?” 

“Pound is just the word and way I’m agin,”’ said 
Harvey. ‘This rumpus is just going to cost me some 
hard thinking and oratory. 


Harvey Unfolds His Plan to Senior Partner 

“I’m going to give you and the force some sales 
philosophy.” 

“It depends entirely,’’ remarked the Senior, twirl- 
ing the cigar he had lit to steady himself, ‘“‘on what 
you mean by sales philosophy. The common inter- 
pretation of the expression, the method by which you 
would employ it’—he turned to Harvey, who was 
helping himself to a cigar from the customers’ box 
in the lower desk drawer, way back—‘‘would pro- 
voke a positive distaste on the part of the fellow to-be- 
philosophied; anervous shrinking from being preached- 
to; a probable mentally reserved refusal to carry out 
the action. So what’s to be gained by haranguing 
the force?” 

“Strong arraignment, chief, of my abilities as an 
Epictetus and orator—but,”’ and Harvey paused 
thoughtfully, “it would be a platitude to say that the 
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successful overcoming of that aversion on the part 
of the force to be lectured to is one of the best forms 
of service I can do for the business and the good ’twill 
do the audience.” 

“What if, for instance,”’ nodded the elder. 

‘“‘We have a round-the-table discussion, with yours 
truly bringing out ideas for the others to shoot holes 
through by free-for-all arguments on this very same 
sales philosophy.” 

“Precisely what is the result you seek to attain by 
these talks?” said Mr. Middleton, still feeling the 
irritation of his late encounter with a salesman who 
did not take his criticisms any too kindly. 


Real Salesmanship Must Have Deep Roots 


““T mean to develop the gold mines in the noodles of 
every one of them. Real salesmanship must germi- 
nate in the deep loam—notin the surface soil. Its roots 
must go down deep—and find lodgement there. The 
mine that pays the best is the one that has gone deep. 
The artesian well that spurts the most delightful water 
is the deep well. The superficial fellow can some- 
times babble prettier nothings than the man of depth 
—but put to the test, the surface talker or salesman 
dwindles away. He is lost. He who cultivates depth 
in knowledge, in thought, will never sulk or smirk at 
sincere help in its acquisition. Surely criticism is the 
arch enemy of good salesmanship. What we want is 
hustle and application of thought, not humility, on the 
part of our sales force.” 


Hustle—Not Humility— Wanted 


‘“‘Hustle—then, and not Humility—with a capital 
H, is the adjuration which we must inculcate into the 
boys out there on the selling floor,” admitted Mr. 
Middleton. 

“That's it,” said Harvey, “Hustle fortified with 
intelligence. And I mean to go deep—dig deep— 
because the precious metal of successful salesmanship 
is there. 

“My aim is to make the force go deep into the study 
of the goods and the trade. Make each pair of shoes 
and each patron-prospect a subject for thought and 
investigation. I want them to make the goods live. 
Knowledge of possession on the part of a purchaser 
calls for the feeling that the shoes bought were made 
especially for that purchaser’s needs. There is pride in 
possession, and as that pride is moulded from the raw 
material of desire, it places money as a secondary 
consideration. Just as the enthusiastic motorist can 
feel the noble work of the engine beneath him, as he 
seeks to extricate his car from a mud-hole, and 
becomes tense in his desire to assist that mechanical 
effort, so does the skilled salesman feel everything he 
says in behalf of his goods. He virtually personifies 
his wares. He applies their qualities to his acts, his 
arguments, his feelings. He talks quality, and his 
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muscles become taut and pristine. He talks style, 
and he feels dominated by perfect co-ordination of 
line and form. He talks durability, and he feels as 
solid as Gibraltar—immune to the ravages of time 
and wear. And also, he makes his auditor feel the 
same. The child who pushes forward in the car seat 
and grunts and tries to help, is exemplifying the same 
qualities. And by so doing the salesman lives out the 
selling features of his goods. 


A Sincerity of Belief in Merchandise 


“Thus salesmanship transforms the value of that 
which he presents, by assuming its various qualities. 
By so doing, he stimulates favorable thought in those 
to whom he talks. He transforms their position from 
the criticism of sight and feeling. He takes away 
from the metes and bounds of what they observe. He 
leads them into feeling mentally the superiority he por- 
trays. And once he has done this, he is supported by 
the desire of those to whom he would sell. This is not 
necessarily histrionic art. It is sincerity of belief— 
confidence in the goods offered—firm conviction that 
the shoes are all they are claimed to be. And sales- 
manship of that kind is not laborious, nor is it difficult 
to drill it into a man willing to be shown. There, I 
guess that is enough preface to what I mean to deliver 
to the boys to convince you, chief, that I have a 
message to give and can give it without a kick coming 
from them.” ; 


Argument Appeals to Senior as Common Sense 


“Well, I say that you haven’trun out of gas—sounds 
as though you were loaded to the blowing off point; 
no sting in what you have given me, rather a lot of 
sound common sense. If you can get some such sales 
philosphy into the boys I'll admit that your ideas of 
bolstering up the sales force are better than those I 
vented on Horne. I see the folly of upbraiding a 
fellow for a little laxity in Hustle—better by far to get 
him sitting around the table and let you shoot your 
precept projectiles on sales philosophy. Now, 
Harvey, get the boys together tonight, right here in the 
big office—I’ll furnish the smokes, like a good repent- 
ant fellow—and then make ’em feel at ease and then 
you can handle the discussions. Watcher say?’’ And 
Mr. Middleton smiled benevolently upon his partner. 


The Sales Force at a Banquet 


It was after the day’s totaling of sales and the 
tidying of stock—that one lonely light beaconed the 
way of the store force from out the darkness of the 
closed store. There was some nudging and rib- 
elbowing by the men as they waited for word of what 
was to come, but Harvey was too keen a director to 
keep the men long in suspense—‘‘Now, fellows, the 
first fun on the program is ‘eats.’”’ Suiting the action 
to the word, Harvey locked arms with the main re- 
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calcitrant, Horne, and beckoning the crowd to follow, 
directed his steps toward the Hotel Palymere. It 
was not until all were seated about a large table in the 
main dining hall of that sumptuous epicurean palace, 
with a big “spread” of the best on the menu before 
them, that Harvey gave the reason for this munificent 
hospitality on the part of “The Firm.” 


A Series of Informal Gatherings 


“This little affair is the first of a planned series of 
very informal gatherings, preceded by, dinners and 
followed by evenings at the store—regular meetings 
of what I shall term our Eight O’clock Club. Mr. 
Middleton and I are not feasting you preparatory 
to evenings’ work of drudgery or sweetening a bitter 
dose to follow, it’s all in line with our determination of 
fraternalizing with you men—getting together for 
informal discussions. I have long thought it would 
be mighty helpful if we all got together with our 
feet under one table and then smoked and talked out 
an evening every so often. What do you say to going 
back to the comforts of Mr. Middleton’s private office 
and ‘get acquainted’.” 

“Sounds good to me’—“I’m for that’’—chorused 
several. So, after the Senior had ‘paid the damages,” 
they all flocked back to the store in the best of spirits. 

“No coercion or enforcement about these meetings; 
come if you want to, ‘put in an oar’ when you want to; 
everyone at ease. [I'll break the ice tonight with a 
little talk calculated to help and not anger anyone 
with personalities—just my views on a few pertinent 
subjects interesting to us all.” Here Mr. Middleton 
nodded approval and said, “You go right ahead, we 
all are listening.” 

“I’ve been thinking,” started Harvey, “about the 
wisdom of 


Taking a Mental Inventory 


The value of stocks of goods is no greater than the 
minds that conceived them, worked them out and 
made a market for them. Goods that will not sell 
are of less value than the raw materials from which 
they are made. Mind, untrained, is merely an ex- 
pression of life. It is devoid of commercial value. 
Let us look into the 
storehouse of our 
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“How have we used these, materials? We have 
wasted force on idle thoughts and mere idle practices; 
we have piled up wrong impressions and ideas. We 
have housed prejudice, and thrown away fairness. It 
is time to put certain of our mental attributes on the 
scrap-pile. It is time to polish up others and put 
them to use. The best engine made is worthless unless 
it is used, and the best native talent is valueless unless 
it is trained in the proper direction. . 

“If we have not succeeded properly, the answer is in 
our minds. It is in our thought force. If we have not 
made progress, we have not drawn on our storehouse 
of possibilities. The materials are there, the power to 
use them is there, but the inclination or determina- 
tion may be absent. 

“There is a reason for every failure. Sometimes 
these reasons lie within the mind. It pays to take 
mental inventory—not at the year end any more than 
at the close of each day. Wrong ideas and false im- 
pressions should be cast out, before they taint the 
good qualities. Excuses should be thrown away, 
because they do not produce valuable results—and 
the mind is of merit only as it does things.” 


Harvey’s Remarks Voted “Bully Stuff” 


Harvey let his eyes go round the circle of salesmen. 
He saw several watching him narrowly. Not an eye 
burning sulkily, not a malicious move, not a murmur 
of irritation. The opening shots of Harvey had the 
effect of awakening his hearers to live interest. ‘“Bully 
stuff, I believe every word because it puts the prod 
of Hustle into one without the hurt of criticism.” 
This, coming from Horne, was the greatest tribute that 
could be paid to Harvey’s logic. “Go on, Harvey,” 
echoed Rand, the head of stock. 

“All right fellows,” and Harvey took up the 
challenge— ‘‘Here’s my thoughts on 


Salesmanship Ambition 


Ambition is a sharp-edged instrument that cuts fast 
and surely. Indifference is a blunt instrument that 
simply rips and tears. Ambition is to salesmanship 
what fire is to fuel. It is the same to the 
salesman as steam is to the engine. 

“All salesmen look 
much alike, but 
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the desire or hope to succeed, but it is the governing 
influence that whips all other qualities into line. It 
takes the burden off will-power, and makes every 
day’s battle interesting. 

“Ambition is not a gift, but an acquisition. Like 
the fattening corn, it is something that is first planted, 
and is then cultivated. Unless a salesman hopes to 
better his condition, for the sake of his family, him- 
self, and his pride, he is content to go through his 
work like an automatic machine. Ambition is like 
the electric current in the telegraph and telephone 
wires. It carries the message. It is like the ‘temper’ 
in steel—not something that can be seen, but some- 
thing that is known for its results. 

Ambition is like a great building, into which the 
bricks and mortar of desire, determination, effort, 
education, health, friendship, honesty, truth and 
many other qualities have gone. It is not a hap- 
hazard result, but it is a product of the mind that 
comes of careful training, experience, and weeding 
out detrimental ideas and practices. Ambition is also 
a bank account that fattens and grows. It is a 
security that always is good collateral, that is never 
affected by slumps, and that can not be shattered by 
the ‘bears’ of ridicule.” 

Harvey whipped out his watch, and said—‘“‘It is 
just nine and that’s adjourning time for this club; I 
hope I have sown the seed of Self-appraisement and 
Hustle without ruffling any one’s temper or feeling 
of comradeship to the firm. If this little talk of mine 
settles well after reflection, we'll have our next ‘get-to- 
gether’ two weeks from tonight—what say you?” 

Every one present enthusiastically agreed to rally to 
the next meeting, and departed with many a hearty 
handshake with the chief and his associate. 

“Well, sir, let me confess to the error of my ways— 
you have started the boys on a route to success and 
put my already good opinion of your abilities away 
over par!’ And the Senior bid Harvey good night. 





Non-Production Evidence 


There are just 17 production days in November 
for those shoe shops of Massachusetts that have a five- 
days-a-week program. There are five Sundays and 
five Saturdays in the month. That is ten days of 
non-production. Then there is Armistice Day, 
November 11, and Thanksgiving Day, Thursday, 
November 27. The shoe shops always close down for 
the week-end after Thangsgiving. Altogether, there 
are 13 days of non-production in November, under 
the five-days-a week program in Massachusetts. That 
leaves only 17 days for production. 

People wear shoes 30 days in November. It seems 
as if the shoemakers might be willing to do a bit 
toward keeping up with the consumption of shoes 
these days of H. C. L. 
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Co-operation Between Merchants 


A Successful Clean-up of Old Stock Through 
Association Work 


This was not a human 
being, but a shoe store. 
For some time back the 
Waters Shoe Company 
of Morgantown, West 
Virginia, had found them- 
selves “slipping,” prin- 
cipally on account of 
being overloaded with 
dead stock acquired 
through the purchase of 
the store from a former 
proprietor. 

Although doing a fairly good business, the store 
was getting farther and farther behind in its finances. 
Reese Shelby of the firm, having made some valuable 
acquaintances among successful shoe merchants 
through association work, conferred with these 
association members as to the best policy to adopt to 
save the business. After due discussion, a clean-up 
sale was advised. Accordingly, J. J. Henry, formerly 
of the J. J. Henry Shoe Company, Huntington, W.Va., 
and one of the directors of the West Virginia Retail 
Shoe Dealers, was appealed to to conduct the sale. 
Mr. Henry arrived in Morgantown on September 12, 
shed his coat and went to work both night and day 
and had everything in fine shape for the grand 
opening day, Friday, September 19. 

The time for opening the doors was advertised as 
9a.m. Mr. Henry having foreseen the mad rush had 
coached the salesforce as to the best method of 
handling the crowd and also engaged a doorkeeper and 
apoliceman. This precaution prevented an uncontrol- 
lable jam. The doors were not opened twenty minutes 
until the. store became so crowded that it had to be 
closed. The eager purchasers were made to enter in 
relays of from ten to twenty at a time, so that the 
salesforce could handle them. This condition existed 
during the entire first three days of the sale. 





Results—$17,726.34 in Twelve Days 

The final results of the sale were that in a town with 
a population of 12,000 in twelve days $17,726.34 was 
realized, one-half of which represented absolutely 
“dead ones” which had passed away from five to ten 
years ago; the balance consisted of ones that were 
most ready for ‘“‘the undertaker”’ and surplus stock. 

Today this store has a nice, clean stock, worth one 
hundred cents on the dollar, all bills paid anda good 
bank balance. The young proprietors—Messrs. 
Shelby and Price—instead of carrying a worried look 
now wear the shoe man’s smile. Mr. Henry writes 
us that he is now out of business and can perform a 
like service for any shoe man in a similar condition. 
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at one time. 


the convention hall. 





Style Show 
1920 N. S. R. A. Convention, Boston, January 12, 13, 14, 15 


Tuesday evening, January 13th, is the date you will see the latest authentic styles created by the best manufacturers 
representing every section of the country, in the Convention Hall of Mechanics’ Building, which will seat 5,000 people 


Fifty living models will display them in an unusual and ‘novel manner which will do away with the weaknesses and 
shortcomings of previous Style Shows in a practical manner for the retailers’ benefit. 

It will be here that the shoe retailer will have a chance to see the best styles and cover more ground in the way of 
getting style dope than he possibly could by visiting the various shoe centers for a month, and enable the shoe dealer 
to size up what will be the prevailing styles for the coming season, thereby keeping down his stock of shelf warmers. 

We do not want at this time to blow about ourselves too strongly, but it will be our earnest endeavor to put 
across a Style Show at this convention that is the best possible to obtain. There will be many new bright and original 
ideas brought out during the evening and we do not believe that there is a shoe man in the country who will not receive 
more benefit from this Style Show than the price of his round trip fare. 

Many applications for hotel reservations have already been made. Make yours now, thereby helping the committee 
to have your accommodations assigned in advance, avoiding rush when you arrive and saving loss of time in getting into 


Cc. C. FERRERS, 
Chairman Style Show. 








HOSE mer- 
chants who 
despise the 
ideas of others, 
preferring to ex- 
clusively work up 
their own, should 
remember that a 
certain amount of guess-work and the prospect of 
failure is eliminated when tried and proved plans for 
increasing business are adopted. 
By all means work in ideas of your own from 
time to time, but it will also pay you to adopt ideas 
that have been found successful by others. 





Some Effective Slogans 


Are you in search of an effective slogan? If so, 
you may find one to suit your individual requirements 
out of the bunch presented. 

The W. C. Munn Company, Houston, Texas, is 
more commonly known as ““The Store that Grows and 
Keeps Growing.” 

Every inhabitant of Indianapolis, Ind., who finds 
it hard to get exactly the article he wants is recom- 
mended to “Always try the Hoosier First.” 

Horsfall’s, Hartford, Conn., advise that “It pays to 
buy our kind.” 


Advertising Ideas 


Cross Country Section of Practical Store Propaganda— 
In Use by Retail Shoe Merchants 


The Post Company, Hartford, Conn., employ 
several slogans, as follows: “‘A store that stands on its 
own merits;” “‘A store with an untarnished reputa- 
tion; ‘‘A store with good complete stocks.” 

The Adler Company, with a number of stores in the 
large cities, have a streamer above the window at each 
shop that prophesies: “Shops all over! More coming.” 

A store in Portland, Ore., pushes its charge account 
service with—“Your credit is as good as gold.” 


Want a Trade-Mark 


Another kind of a slogan, or trade-mark, is that 
which capitalizes some peculiarity in the name of the 
proprietor. 

Bare Brothers, San Francisco, Cal., make ad- 
vertising distinctive by running a picture of a bear as 
their trade-mark. 

A store in Indianapolis, Ind., on the other hand, 
inserts its newspaper announcements in _ heart 
form. 

These will be enough slogans to go on with, so we 
will pass to some successful merchandising plans. 


A Customer’s Column 


The Daniels & Fisher Company stores, Denver, Colo., 
insert their newspaper advertising in the form of a 
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Nature, Inc.— 


original silk manufacturer 


Piny, the well known old 
Roman writer, often referred to silk. 
When it was first introduced into Rome 
it was worth its weight in gold. Silk 
garments for men were then regarded as 
effeminate luxury. 


Times have changed since the days of 
Ancient Rome. Today silk is decidedly 
more reasonable in price as well as finer 
in quality. 


But modern methods have brought with 
them modern imitations of real silk. 


We have no quarrel with imitation silk. 
It serves a very real usefulness. 


But still we are just old-fashioned enough 
to want every Monito Silk Stocking to be 
real silk—silk-worm silk. 


That they are is a comforting thought to 
the merchant who wants to say—‘“Here 
are stockings which are guaranteed to be 
of pure silk.” 


Moorhead Knitting Co., Inc. 
Harrisburg, Pa. 


Montto sales service radiates from 
the following offices: 


NEW YORK— DALLAS— 

200 Fifth Ave. 1019 Commerce St. 

(428 Fifth Ave. Bldg.) a 

BIRMINGHAM— Meniiine Aces 

12 Potter Bldg. 3043 ‘+Jenkins Arcade 
DETROIT— 

BOSTON— “het? 

31 Bedford St. 63 University Bldg. 

ST. LOUIS— READING— 

520 Wainwright Bldg. 1416 Perkiomen Ave. 

COLUMBUS, OHIO— NEWZORLEANS— 

260-13th Ave. 314 Hennen Bldg. 

ATLANTA— CHICAGO— 

225 Peach Tree Arcade 1000 Republic Bldg. - 

KANSAS CITY— INDIANAPOLIS— 


506 Ridge Bldg. 319 Occidental Bldg. 
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“‘Customer’s Column,”’ which consists of intimate 
facts about the current merchandise offered at the 
store, with gossipy paragraphs about more or less well- 
known local customers sandwiched in. This plan 
is particularly recommended for use in country towns, 
where everybody knows each other. 


Ads in Tear-Off Diary Form 


The newspaper advertisements of a Hartford, 
Conn., store are something after the order of a tear-off 
diary. A fresh “Daily Reminder,” with the date in 
calendar form, appears as regularly as clockwork. 
People watch these announcements to see what is 
coming next. 


Making Use of Newspaper Proofs 


A Brooklyn, N. Y., store has found an excellent 
plan of how to utilize the additional proof of his 
advertisements that are supplied by the local weekly. 
He posts these announcements, with th. name of the 
newspaper in which they appear »rinted above, on his 
windows, so that any one who has not seen them in the 
newspaper are enabled to take advantage of his 
current offers. Martin’s, Brooklyn, N. Y., go one 
better by providing a gilt frame for the insertion 
of the proof of their current newspaper publicity. 


Follow the Red Line 


J. Lazarus Co., New York City, have a red line 
painted running the full length of their windows, with 
a red “Enter” sign over the door. The lettering in 
white on the Red Line is an invitation to “Follow the 
Red Line to Save Money.” 


A Glass Case for Specials 


Strong, Brooklyn, N. Y., has a glass case just by 
the entrance to his store, but it is not like an ordinary 
glass case which contains side-lines carried in stock 
that are not deemed worthy of a special window dis- 
play. The particular object of this glass case is to 
dispose of special lines that necessitate the pulling out 
of a window each time one is offered. So the public 
is advised to ‘““Watch that Case for Specials.”” And 
they must do it, for the case in question has been on 
the job for several months. 


The Fairy Lady 


A. T. Lewis & Son, Dry Goods Company, Denver, 
Colo., humor the kiddies by engaging “The Fairy 
Lady” to visit the store every Saturday morning. 
She entertains the children, both boys and girls are 
invited, to come and listen to the beautiful, wholesome 
stories that she tells. It pleases the mothers as well, 
for there is nothing more annoying than to have 
children around the house when the wife wants to get 
her home in ship-shape order for the week end. 
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Clever Window Cards 

A New Jersey store recently employed some busi- 
ness compelling window cards, examples of which 
follow: 

“*A square deal and then some. 
that makes our customers boost.” 

“Every visitor becomes a customer. .No wonder our 
values speak for themselves.” ‘ 

“There’s more in business than dollars or profits. 
We would rather make a friend than two sales.” 

“A particular store for particular people. We spare 
no pains in getting things just right.” 

It is such new ideas and plans as the foregoing that 
inject new life into any business. 


It’s the then some 





Of Interest to Exporters 


List of Bank and Public Holidays Throughout the 
World 


F Owing to the expansion of America’s trade with 


foreign countries and to the opening of new markets 
for American goods, the following lists of this month’s 
holidays in various countries, compiled from the 
Guaranty Trust Company of New York’s book, 
“Bank and Public Holidays Throughout the World,” 
may be interesting to the'trade: Today, Saturday, 
November 8—(St. Dimitrius Day), Bulgaria, Greece, 
Rumania. Monday, November 10—Barbados, 
Brazil (State of Pernambuco), Hong Kong, Jamaica, 
Straits Settlements. Tuesday, November 11—(Ar- 
mistice Day) throughout Massachusetts; Argentina 
(St. Martin of Tours), Scotland (Edinburgh and 
Glasgow only). Thursday, November 13—Straits 
Settements. Saturday, November 15—Austria (Vien- 
na only), Brazil (anniversary of Proclamation of 
Republic). Sunday, November 16—Brazil (States of 
Ceara and Paiauhy only). Monday, November 17— 
Brazil (State of Santa Catherina only). Tuesday, 
November 18—Brazil (State of Maranhao only). 
Wednesday, November 19—Brazil (Flag Day). 
Friday, November 21—Brazil (State of Amazonas 
only), Bulgaria (unofficial), Greece (unofficial), Ru- 
mania (Nativity, O. S.). Sunday, November 23— 
Japan (Second Harvest Festival), Maryland (Fred- 
erick County only). Monday, November 24—Brazil 
(State of Ceara only). Tuesday, November 25— 
Paraguay (anniversary of Adoption of Constitution). 
Wednesday, November 26—Greece (unofficial). 
Thursday, November 27—(Thanksgiving Day), 
throughout the United States, and in Alaska, Hawaii, 
Philippine Islands, Porto Rico, and the Virgin 
Islands, also in Panama (unofficial and not ob- 
served by banks). Friday, November 28—Panama. 
Sunday, November 30—(St. Andrew’s Day), New 
Zealand, Philippine Islands (Manila only), Queens- 
land, Spain. 
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In Use by these 
and Many Other 
Makers of Fine 


Footwear: 


Shoe Lining 
KALL ”M. AN 


iD DE LUXE Lining we have produced a really 
distinctive fabric, as the illustration shows. 


“DE LUXE” is made and sold for use in high-grade 
shoes only. It imparts character to the inside of the 
shoe, which makes a corresponding impression upon 
customers who want the best. 


Johnston and Murphy 
Laird Schober and Co. 
Thomas Cort, Inc. 
Zeigler Brothers 
Martin and Martin 
Hurley Shoe Co. 
Upham Bros.3Shoe Co. 
Burt & Packard 

Fred F. Field Co. 


Harney, Tracy, Crehan 
Company 


SPeasSeoees: 
PePelatess POSES SESS SET ASEH ESSESSEEESCEEEC EEO SEEEEEOEEEEESESEOEE' 


Your manufacturer of high-grade shoes will be glad 
to use “DE LUXE” Lining if you ask him to. 


“Know It By the Weave’’ 


We shall be glad to send you sample clippings—both white 
and natural (ecru)—that you may properly appreciate why 


“DE LUXE Costs More But Performs Better.” 


Julius Kallman Company 
61-63 South Street, Boston, Massachusetts 
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GET RID OF YOUR 
SMALL SIZES 


MR. MERCHANT 


It is a known fact that every shoe store 
accumulates more or less small sizes and 
odds and ends. It does not pay to carry 
dead stock or slow sellers on your shelves. 
Invest the money you can get for these back 
numbers in good salable shoes and make 
your regular profits. 

We are in the market to buy all kinds of 
Shoes, Small Sizes, Broken or Discontinued 
Numbers, Old-fashioned Shoes, etc. We . 
also buy entire stocks of Boots, Shoes and 
Rubbers. 

Write us what you have to offer and we 
will quote you our prices. 


XK. Gilles 8 Cr 


EXPORTERS and JOBBERS BOOTS and SHOES 
TELEPHONE CANAL 861 
315-317 CHURCH STREET 
NEW YORK CITY 
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Full Grain Black 
Glazed Horse 


Strong as Horse 
Soft as Kid 


Pleases the wearer 


Profits the Retailer 











Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 












Chicago 
130N. WellsSt. WISCONSIN 195 South St. 








. Eisendrath Tannng Co. / 


Tannery 


RACINE _ Boston 
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Knowledge is Power 


Our knowledge of the kind of Hosiery 
desired by the Public is reflected in 





and the power of “ONYX” is known 


all over the world. 








Emery & Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
210 Pearl Street, Mutual Life Bldg. 

Buffalo, N. Y. 
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tid manufacturing and selling a shoe today 
that retails from $6 to $10 and carries a 
Goodyear Welt or English Welt leather sole, are 
you positive that this shoe bottom will give the 


wearer the service to which he 


BO Bee. is one of the vital questions 
that both the shoe manufacturer 
and the shoe retailer must face 
squarely at this time. 


For their business has been built 
on service, and such a sure founda- 
tion must not be weakened. 


This satisfaction can be maintained, 
even in these days of costly and vari- 
able leathers, by manufacturing and 
selling shoés that are bottomed with 
long-wearing and uniformed guaran- 
teed Neolin Soles. 


That Neolin Soles are widely recog- 
nized as a most satisfactory form of 
business insurance is evidenced by 
the fact that already 154 of the 


is entitled? 


leading shoe manufacturers are 


.making more than 500 different 


styles of Neolin-soled shoes for the 
Spring trade. 


Shoes, so bottomed, are long-wear- 
ing, comfortable and waterproof. 
They are guaranteed direct to the 
retailer to outlast the leather soles 
to which the purchaser is accus- 
tomed, and for. permanent appli- 
cation as well. 


Consequently, retailers everywhere 
are ordering Nedlin-soled shoes in 
increasing quantities, fully con- 
vinced that Nedlin-soled shoes, 
long-wearing and guaranteed as 
they are, represent an unmatched 
value on the present market. 


THe GoopyEAR TirE & RUBBER COMPANY 
Offices Throughout the World 


If you are not thoroughly familiar with the new direct 


guarantee of Neolin Soles, 


write for our booklet— 


“‘Neolin Sole Guarantee and How It Operates.” 


Goodyear Wingfoot Heels are the walking mates of 


Neolin Soles. 


other heels, rubber or leather. 


They also are guaranteed—to outlast all 


And they’re so depend- 


able that only one pair in 352,000 is returned for adjust- 


ment. 


Nedlin Soles 


Trade Mark Reg. U. S. Pat. Off. 
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The needs of merchants have guided 
National Cash Register improvements — 


- HAT the merchant needs” 

always has been—and always 
will be—our basic idea in making 
cash registers. 


This business, as it stands today, is 
the result of constant study of mer- 


chants’ needs. 


Every suggestion that we receive is 
investigated. The practical ones are 
adopted and given very exacting 
mechanical tests before they are 
manufactured. 


During the past 10 years we have 
made 6,508 improvements in our 
product. 


These improvements were added so 
that National Cash Register users 
could be supplied with machines that 
would give them the utmost possible 
service. 


Modern National Cash Registers are 
practical, useful, accurate, and durable 
—the best we can make. 


Nationals are now used in 296 lines of business 


The National Cash Register Company, Dayton, Ohio 


Offices in all the principal cities of the world 
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A Real Thrift Leather 


Nees Kid will give your customers appearance, 
comfort and service equal to that of genuine glazed 
kid at lower cost. 


And moreover—NOVILLA KID will not scuff. Specify 
“NOVILLA” and make more sales. | 








CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN > ~ - - NEW JERSEY 
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Keep Closer Tab on Profits 


Give your business a tonic like your hourly 
presence—make your employes more industrious 
and prompt—with the Dayton Time Lock on your 
Our main office or any branch will gladly 
send full particulars—write today. 


door. 


NEW YORK OFFICE: 
637 Marbridge Building 
47 West 34th Street 


PHILADELPHIA OFFICE: 


52 Transportation Building 


26 South 15th Street 


DETROIT OFFICE: 
622 Ford Building 





CHICAGO OFFICE: 
1148 First National Bank Building 
38 South Dearborn 


Congress and Griswold Streets 


Closed Before 
Closing Time 


What are a few minutes of your time when 
she’s expecting him? Lost sales and lost profits for 
you but not much to him—unless he knows you'll 
get the whole facts tomorrow. You can have a 
report made by the locks on your doors—know 
exactly when your every door is locked or un- 
locked—stop practices which cost you dollars in 
good will and profits—if you equip your doors 
with— 


The Dayton Time Lock 


Let the record of your door keys tell 
you how they’re used. When a key turns 
the Dayton Time Lock it operates a time 
stamp in the same mechanism, telling 
whose key turned the lock and when. 


Take advantage of the fact that customers go 
out of their way to trade at a place they know will 
be open. You can use the Dayton Time Lock to 
guarantee your business hours—increase patronage 
—build bigger trade. One chain of stores found 
that Dayton Time Locks raised their profits 8 per 
cent. Let us show you how these locks will put 
your business on a better paying basis. 
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SCHMIDT'S 
Color BR 


cd Brown ex- 
tremly beautiful 
of itself, and also 
a most- faithful 
matching of the 
present day Satie 
fendencies in Women’ 
Wearing apparel. a 
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CarL E. SCHMIDT &° CO, Inc. 
Garrners of the Schunttt Calf Leathers 
1D) ows PLO) ee OL oe BOSTON, MASS. 
REPRESENTATIVES 


H.B. ALTENDERFER A.J. & J.B: Cook 
J %y, / 2AM, A20L Save SPaANCISCO 


































































1130—Growing Girls’ 
White Sea Island Ox- 
ford, White Neolin Sole, 
10/8 White Enameled 


120— Misses’ and Chil- 
dren’s White Sea Island 
Mary Jane, White 
Neolin Sole, White 

















Goodyear Wingfoot Wingfoot Rubber Heel. ss ee Price $2.25 
Rubber Heel. 1144-2 114-2....Price $2.00 
Price $1.85 Same with Spring Heel, 
84-11....Price $1.70 8-11....Price $1.85 
5 - 8.,..Price $1.55 Same with White Neo- 





lin Sole but with Wide 
Toe and Spring Heel. 
See rice $1.70 


WHITE NEOLIN-McKAYS 


Do you want to increase your business as well as profits in children’s shoes? Of course 
you do. Then investigate the Riley line. 









GS)? 
\" 4 The shoes reproduced above are but three of the attractive and fast selling numbers 
\ in the Riley line. They are bottomed with the good-looking but tough wearing Neolin 
sole and are made over the special Riley footform last. Because of the quality, attractive- 
ness and price, they please the thrifty parent. ~ 


Whenever you sell a Riley shoe, you can rest assured that the shoe won't come back, 
but the customer will. 


These Riley White Shoes are just the thing for dress or 
play wear. You can’t buy a more attractive line and we 
would like to send you full information about our line, 
or a postal requesting our representative to call will be 
promptly acknowledged. 


RILEY SHOE. 
MANUF'G CO. 


COLUMBUS, OHIO 









Insurance 





Our experience with 
several hundred 
customers, handling 
over 100,000 pairs of 
this special white 
line during the past 
two years, has been 
so uniformly satis- 
factory that we are 
ready to adjust any 
complaint WITH A 
NEW PAIR. 
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Apply This Successful Solution 
To Your Own Business 


Read how E. W. Miller of Olathe, Kansas, solved 
several of the perplexing retail problems that con- 
fronted him and built a shoe business which will 
sell at retail, this year, over $30,000.00 worth of 
RED CROSS Shoes alone, in a town of 3,500 people. 


For years we have championed the cause of concentrated buying in the 
shoe trade, and now our work is showing real results. During the past 
few seasons many of our customers have voluntarily told us of the ex- 
ceptional improvement that concentrated buying has made in their 
volume and profits. 


From Olathe, Kansas, comes this letter, written by Mr. E. W. Miller, 
proprietor of a successful shoe and furnishings store. 


Krohn-Fechheimer Co., 
Cincinnati, Ohio. 


Gentlemen: 

We are hearty believers in concentrated buying in our store. We 
have found in it the answer to several perplexing problems in retail- 
ing, not only in Ladies’ shoes but in other lines. We have concen- 
trated on the RED CROSS line of women’s shoes on account of its 
fitting qualities, style features, standard grades of quality and uni- 


versal popularity of the line. 


In our territory we have made an intensive campaign on better fitting. 
We believe in it, advertise it, drill it into our sales force and naturally 
when it comes to a show down we must have the shoes to complete 
the evidence. We find in the RED CROSS line just the shoes needed. 
An absolutely dependable line of lasts which can be counted on for per- 
fect fit whenever the correct size and width are applied. 
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We have found this line second to none in building style shoes. The 
workmanship is the cleanest of any line we have ever sold. The uni- 
versal popularity of the RED CROSS Shoe among women of all 
classes makes it a profitable line to handle. The variety of styles, 
lasts and leathers makes it possible for us to cover a wide range under- 
one advertised brand. 


From our very satisfactory experience with the RED CROSS Shoe we 
can heartily recommend it to any store of any size. 


Sincerely yours, 
E. W. MILLER & CO. 
EWM (Signed) By E. W. Miller. 


We solicit an opportunity to show you why concentration on the RED 
CROSS Shoe will increase your business, and give you a larger profit at 
the end of the year. 


Write or wire for an interview. You incur no obligation in doing so. 


THE KROHN-FECHHEIMER COMPANY 
| 745 Dandridge Street, Cincinnati, Ohio 
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IN STOCK 


For Immediate Shipment 


A smart pump that has been a 
style leader in all parts of the 






















Patent Leather Turn Opera Pump countr jy. 

Pe a ethene en Super-quality materials and work- 
ee ee ee ee ee to . 7 ° 
RTE: 446 to 8 manship make this an exceptional 

Bos we = Shoeat. 2... 2... $7.25 







si Telcaxcdes ste Terms: Net 30 Days 






Prices Subject to Change Without Notice---Wire Your Order Today 


C. P. FORD & CO., Rochester, N. Y. 


| e * 
| NEW YORK OFFICE; 127 Duan 












TRUFIT 
SPATS 


are approved by big 

_ buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 
















IN STOCK NOW 


Right in every line and 
curve; Right in materi- 
al and finish and Right 
in price. Chrome Patent 
Vamp, Dull Top, Cellu- 
loid Covered Full Louis 
or Baby Louis Heels. 
IN STOCK AtoC 


$3.00 












































Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 













Shall we send samples 

















and prices? 
Laing, Harrar & 
Chamberlin 
THELNE WIRE HOWE — . North 3rd St 
NOVELTIES & STAPLES hila. 
WOMENS -MENS-BOYS-GIRLS 








148 150 Duane Street 


NEW YORK, NY. 
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The New Lustrous 
Shoe Fabric - 
That’s a Winner 


This new  Gitterman 
Specialty, having a soft 
lustrous beauty similar 
to satin which will give 
considerably more wear 
and service will be very 
popular. 

It harmonizes most ac- 
ceptably with the soft weaves of dress 
fabrics and is altogether one of the most 
charming additions to the list of acceptable 
fancy shoe fabrics which has been made 
for some time. 

Get acquainted with it. “We shall be glad 
to send samples. 


BLACK AND COLORS 


HENRY Gig & CO. 


NEW YORK BOSTON HAVERHILL ST. LOUIS ROCHESTER 
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|uittemtores CHECK UP YOUR STOCK 
eam OF WHITTEMORE’S POLISHES 


QUALITY VARIETY 


The season is here when a shift in your polish 
stock is necessary. Black and tan shoes take the 
place of white ones. Evening slippers are brought 
out and freshened up. In brief your big polish 
business knows no seasons if you depend on 
Whittemore to supply the salable polishes for 
each season. 


NOBBY BROWN 
COMBINATION 


BOSTONIAN C REA M— 

The ideal cleaner for kid and 
calf. You'll need a good stock 
of the brown for brown glazed 
kid and mahogany calf—also 
the cordo-tan for cordovan 
poten, ee = or & - ~ ie , 

tonian for a ors Oo 
glazed Russia calf, vici or don- Whittemore Bros. Corp., Boston, Mass. 
_ ha or — leather 
a ight an ark gray an r p 
any other color or shade. Ask your jobber salesman or write for complete catalogue 














Subscribe to 


AMERICAN 
SHOEMAKING 


CONSOLIDATED WITH 


2602—Black soft dull kid ox- SUPER] NTEN D EN T 
ford turn, 17/8 Covered Louis AND FOREM AN 


Heel. 
AAA to D, 2% to 8. 


F OR YOUR FINEST TRAD E America’s two leading factory publications 
Using the same care and skill of making published as one superior journal, containing 
that has always characterized boudoir and technical information of vital importance to 
house footwear, we are now manufacturing 3 cogil 
a line of ladies’ strictly high grade bench- the shoe factories of the world. Subscription 
made pumps and oxfords of true Brooklyn price $2.00 per year including a copy of the 
quality in every detail. Shoe F ? t B ot Guid 
You will find it extremely advantageous Oo FRET SUS Wuee. 
to feature this exclusive style. It is 
carried in stock subject to previous sale. 


May We Send You SHOE TRADES PUBLISHING CO. 
683 Atlantic Ave. 


M. STONE IMPORTING CO. 
Manufacturers, Importers and Exporters Bos ton, Mass. 
12-14-16 East 22nd St., New York 
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DESIRABLE 


B344L Price $10.00 
Woman’s Koko Brown Domestic Kid, 





welt boot, Elite last, 844-inch height, 
whole quarter and wasn lace, plain 
toe, 23-inch full Louis heel. 

AA 4 to 8; A 3% to 8; B 3% to 8; 


BROWN BOOTS 
IN-STOCK 











C3to7%; D2% to7. 











B334L. $10.00 














Winter and dealers will find no daintier shoes 





for quick and satisfying sales than the three shoes 
illustrated here. 





Si 
x ROWN Boots are to be the accepted mode for 




















B0144H Price $8.50 
Woman’s Mahogany Brown No- 
villa Kid, flexible McKay boot, 




















Windsor last, 84-inch height, 









three-quarter fox, lace, perforated 
vamp and imitation tip, 17%-inch 
Cuban heel. 












AA 4% to8; A4to8; B3\% to 8; 




















C3to8; D2% to7\. 















B03450 Price $10.00 
Woman’s Koko Brown Russia 
Calf welt boot, Arlington last, 
three-quarter fox, 8%-inch height, 
imitation, perforated vamp and 













lace stay, 17-inch Cuban heel. 





AA 4to8; A 3% to 8; B 3 to 8; 
C2% to8; D2%to7\. 


B0144H. $8.50 B03450. $10.00 





Q UTZ & DUNN CO. 





ROCHESTER . NEW YORK 








BRANCH OFFICES 

















Denver ~ New York City Los Angeles 
218 Charles Bidg. Bush Terminal Sales Bldg. 718 Story Bldg. 
TIGER & McNUTT 130 West 42d St. G. C. McATEE 


S. A. MCOMBER 
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For “At Once” and “Future” 














2733—Mahogany Barefoot 
5-8 8-11 114-2 2%-6 
$1.50 $1.65 $1.85 $2.49 








BLACK, TAN AND SMOKE BLUCHERS, BUTTONS, OXFORDS, 
MARY JANES AND SANDALS 





40—Men’s Tan Kid Romeo....... $3.50 
41—Men’s Black Kid Romeo..... $3.50 








Hagerstown Shoe & Legging Co., 


Hagerstown, Maryland, U. S. A. 


























H OTEL 
IMPERIAL 


Broadway at 32nd Street 
NEW YORK 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 


With prices of children’s shoes at their present level, 
the buying public naturally expects quality. Pla- 
Mates will sell on their reputation for sterling worth. aN 


IN STOCK IN STOCK 

















and 
in itself a meeting place of 
members of the trade. 





Maximum Wear and Dependable Quality First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 


Write for Stock Catalo 
. ale Midway Between Both Railroad 


Williams, Hoyt & Co. Terminals 


ROCHESTER, N. Y. 
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Its yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on very easy terms. 
The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 





ll 


Service giving is the secret of success in the shoe repairing 
line. Customers to-day want shoes remade — not just re- 


paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 
for a particular size shop. 


United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 
37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
New York Haverhill Columbus, Ohio Lynn 


276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Johnson City, N.Y. Auburn, Me. Rochester Marlboro 


« 1 American Casualty Bldg. 286 Third Street. 221 No. 13th Sereet 216 Chartres Street 
Reading, Pa. Milwaukee | Philadelphia New Orleans 
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THE BEST LEATHER 
FOR WINTER WEA R— 






Wet feet are apt to be dangerous and the Winter 
months demand exceptional qualities in footwear. 


MONARCH OF THE OAKS 
SOLE LEATHER 


ET Zh 0 Will Resist Water Better than 
= , Any Other Leather 


It will wear longer and is more economical in the long 
run. 









It brings your customers back for more. Put up in 
Sides Backs Bends 
Jumbos Toplifts Strips 











KULLMAN,SALZ & €O. 


Tanners of Real Leather 


82 Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York. San Francisco. Chicago 
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“HUBTIPo MEME TP” SHOE LACES 
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*“T WERE is no metal in the tips of “HUBTIP” Shoe Laces, consequently, the 
‘ yemiain aiways a permanent iack. Never Slip. 





Made of fast color braid, will wear twice as long as ordinary laces : 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 








in. . Strings .. . .$2.20 36 in. per gro. Strings.... .$2.75 45 in. per gro. Strings ....$3.25 
= = per gro Strings aca = 40 iT) P iT) gr “ a 3.05 54 “oe iti iT) « eae 3.65 
Mon’s 63 in. per gro. Strings...4.05| © G ASSORTMENT CABINET |D a CABINET 
36 air 36 in peooeceee ses “ a. 
F ASSORTMENT CABINET] 34°80 4580000021) fes.to) te Qe esc: fama 
Sen St: :::--: ones 12 ae anna baane 18 “ 54 et oe } 
MS oe ee eee eee A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 “ae bss oa ORDER A TRIAL CABINET 
ir 36 i a ae ™ ... acccck . 
hee ee Co) | 7 cre COUNTER DISPLAY EASEL 





FRANK W. WHITCHER CO.--Mfrs.--Beston and Chicago, U.S. A. 
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OS SPAT. 9 : 


N the making of 

COTERO Spats 
. maximum care 
} and skill are em- 
| ployed and the finest 
f materials used. 


| These spats are the 
H} last word in Style- 
H| Elegance—made to 
meet every de- 

} mand of your 

| most critical 

Hl customers. 


No. 140 (as illustrated) 
Price $15.50 per doz. 


The only no buckle boot top 
worked out in felt 


NOW IN {STOCK— in following 
colors: Castor, Fawn, Taupe, Brown 
and Beaver. Wire your order at 
once. 


“SmSeseeeeseessssssess= 





| Also makers of the famous Cotero Tongue Pad— 
| the one that sticks to the tongue. es 
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Rapid turnovers are the secret of big prof-_ 


its. There is no money in shelf warmers. 
Your Misses’ and 
Children’s Depart- 
ment can be made 
stronger by the ad- 
dition of the 
SALVO Shoe 
to your 
stock. 






It is one of the record’selling lines rec- 
ognized wherever sold‘as a strictly qual- 
ity proposition. 


IN STOCK 


We do not build shoes to a price, but 
maintain standards 






a uniform depend- 
able product. 
Stock styles ad- 
vertised can 
‘ be had for 
time — ship- 
ment. 


Kuhn, Pavord, Wilks 
Shoe Company 


HARRISBURG, PA. 


which assure you of 
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TOCK NOW 


LARGE stock of these shoes are now 
ready for your immediate needs. We 
are accepting orders on these shoes up to 
and including February lst at the prices 
given below. You can’t afford to delay 


your erder. 





















Stock No. 1576 
D and E, Price 


$7.00 















No. 1576—Men’s Vici Blu. Modified Munson No. 1570—Men’s Mahogany Veal Bal., English 
Goodyear Welt, 9 Iron Outsole, Grain Inner, Last, Welt, 9 Iron Outsole, Grain Innersole, 
D and E, 6/11. D and E, 6/10. 


Price, $6.00 


No. 1571—Men’s Mahogany Veal Bal., Medium 


Price, $7.00 






No. 1577—Men’s Mahogany Veal. Blu., same 







style as 1576, Goodyear Welt, 9 Iron Outsole, English Last, Goodyear Welt, 9 Iron Outsole, 
Grain Inner Soles, D and E, 6/10. Grain Innersole, D and E, 6/10. 
Price, $7.00 Price, $6.00 





No. 1573—Men’s Gun Metal Lace, English Last, same toe as 1570, 
Goodyear Welt, 9 Iron Outsole, Grain Innersole, D and E, 6/11. 


Price, $5.50 












The best proposition in the country. The 
above numbers are exceptionally good 
values and are from $1.00 to $1.50 per 
pair under today’s market price. 











Stock No. 1570 
Price 
$6.00 






R. P. SMITH & SONS CO. 


OUR NEW LOCATION 
Huron and Kingsbury Sts., - - CHICAGO 
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HEAVY ADVANCE ORDERING 


A Problem for Merchants Is ‘‘How 
Much of Each Type?’’ 


It is apparent from the conditions re- 
ported by the wholesalers and manu- 
facturers that retail shoe merchants are 
protecting themselves against a short- 
age of stock next Spring and Summer 
and are ordering freely for delivery early 
in the coming year. The proportion of 
the advance orders as compared with 
previous similar seasons is good and the 
aggregate being sold by the salesmen 
who are now well into their territories 
on the Fall trip is evidence that the 
factories will be covered much earlier 
than usual and that the traveling men 
will have to be withdrawn unless there 
is an unanticipated change in the ma- 
terials and labor supply situation. The 
chief problem for the retail shoe mer- 
chants, according to the reports, seems 
to be the determination of what per- 
centage of various types of footwear to 
order, for at present prices they cannot 
afford to gamble and must order safely. 


LOW FOOTWEAR POPULAR 


A Big White Canvas Spring Season 
Predicted 


As has already been reported- from 
this trade section the pump and oxford 
orders for Spring and Summer are very 
heavy with very limited orders for boots, 
and there is continuing evidence that 
the Winter season on boots will be a 
short one, the low footwear being 
brought in as early as possible and spats 
made to do duty if the early Spring 
period shows bad weather. It is also 
predicted by retail shoe merchants that 
the Spring season will be a big one for 
canvas int white, gray and Palm Beach 
for men and for white almost exclusively 
for women—this because of the high 
cost of ieather. Much of the St. Louis 
trade territory gets hot weather in the 
Spring months in advance of other sec- 
tions of the country and in such terri- 
tory the canvas trade is expected to 





81 


suas PADDRDDEDDRUGATUARAAORODEDADRARUAS REAR ALE) 
DP 


News in etn Markets 


and Merchandising, 
ments in America’s Shoe Centers 





SV EACACAA ASU AEAOAAEDNATOEAAANOAAAQULLLOONOGUAOOVEAASOT/0H00 000 ANALOOAUTOOAOOOA CEU UAVUULATUDOULGCAUCOAUUCOACCOURTOUTOAAIUOMCUTOUUUUAUCUMMOTLULELTAT UE EE oe 





St Louis 


start in much earlier than usual. The 
selling of canvas during the past Sum- 
mer was very good and it is anticipated 
that there will be a very natural as well 
as a large gain in this class of goods the 
coming year. When style and economy 
run together the sales are likely to be 
very measurably affected. 


REGARDING. DELIVERIES 


Local Shoe Manufacturers Will Meet 
Trades Requirements 


The delivery problem is bothering 
some shoe merchants as evidenced by 
their orders and conditions, but St. 
Louis manufacturers say that from 
present outlook they will be able to 
meet the requirements of their trade. 
Ia fact they state that they do not in- 
tend to let their order books get into 
such a state that they cannot meet the 
calls of their customers. 


A $1,000,000 CAMPAIGN 


Launched for Homes by Local 
Chamber of Commerce 

The Home and Housing Association 
which has been formed by the St. Louis 
Chamber of Commerce with a capital 
of $2,000,000 to build and sell homes 
to working people on easy terms in 
order to meet the housing needs of the 
city has received subscriptions in ex- 
cess of $800,000 and will begin opera- 
tion when $1,000,000 is reached, which 
will be in a short time at the present 
rate of subscription. The need for the 
new association is acute as new indus- 
tries are in course of establishment and 
new buildings under construction which 
will employ sixteen thousand persons in 
addition to those already employed in 
the city. 


SENSENBRENNER EXPANSION 
Shoe Department Opened _ in. 
Louisville and Other Places 
J. J. Sensenbrenner, who has made a 
very definite success of his shoe depart- 
ment in the Sensenbrenner store at 


Develop- 
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Sixth and St. Charles Streets, St. Louis, 
and who recently opened a shoe depart- 
ment in Ackerman’s ready-to-wear 
store on Washington Avenue, has 
branched out still farther in the opening 
of a shoe department in MHusch 
Brothers’ store at Louisville, Ky. He 
is also reported to have other plans in 
mind. In his own store at Sixth and 
St. Charles Streets in St. Louis he has 
added another feature to his specialty 
line in the Sensenbrenner Eight, which 
is to be the companion to the Sensen- 
brenner Six, which has been successful 
in his shoe department from the begin- 
ning. He will continue the Sensen- 
brenner Six with his new number. 


SALESPEOPLES’ UNION 


Local Shoe Merchants Are Awaiting 
Developments 


Although there have been reports of 
measures under way to organize the 
retail shoe salespeople in St. Louis such 
organization has not been made ap- 
parent by any demands as yet. While 
it may be true that a union is in course 
of formation it cannot have progressed 
very far as yet. The St. Louis mer- 
chants are, therefore, awaiting develop- 
ments which they will meet as they 
may come. Whether changes in hours, 
wages, etc., are to be asked or simply 
recognition is not known. 


A BUSINESS SURVEY 


Made by E. R. McCarthy of Brown 
Shoe Company 


Vice-president E. R. McCarthy of 
the Brown Shoe Company is back from 
a somewhat extended trip through the 
East during which he investigated 
general business conditions as well as 
conditions-more immediately affecting 
his. house and its business. He re- 
turned confident that business will con- 
tinue in a Very prosperous state despite 
the labor unrest, inasmuch as the 
general need for merchandise is such as 
to make it necessary for all plants to 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








IN-STOCK 


Deliveries At Once 
Goodyear Welts, 9-inch Lace 
Boots, High and er o-. 
Black Kid . . $6.35 
Brown )# - « 668 
ell tock . 
— 2%-10-net 30 days. 
RNETT SHOE CO. 
ueiz Summer St., Boston, Mass 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 








COLLINS & STAPLES 


Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Leather ar d Satin 


Factory,118 Phoenix Row 





Beston Office, 110 Lincoln St. HAVERHILL, MASS. 








WHITES THAT ARE WINNERS 
TAIN ANY WHITE SHOE NOVELTIES 


WW TURNS“ MAYS _] 


HARTMAN SH SHOE COMPANY 


HAVERHILL, MASS 





The Line of 100 pretes 
of Comfort Shoe 


Juliets — Oxfords ie 
—Poliah—B: jutton—Theo 

Ties — Three Points 

Gored Front Oxfords — 
Women's Flexible welts 

and Me: 

Lined 


TIMSON BROS., Inc, 
Boston, Mass. 
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QUESTIONS 
ANSWERED QUICKLY 


in “*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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work to their utmost to meet demands 
and further because the working classes 
themselves will have needs that cannot 
be taken care of unless they remain at 
work. In the shoe business particu- 
larly he looks for continued activity and 
no early reduction in prices because of 
the shortage of materials and leather. 
He plans to further the operations of his 
company along such lines as to take ad- 
vantage of the conditions as he sees 
them. His optimism extends to foreign 
and domestic business alike. 


LOCAL BRIEFLETS 


Two Leases Are Taken and a Factory 
Capacity Increases 


Marks & Straus, dealers in high grade 
shoes and jobbers’ specialties, have made 
a long term lease of a part of the sixth 
floor of the Central Shoe Company’s 
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building at Seventeenth Street and 
Washington Avenue. The space will 
be occupied immediately by the concern 
which will have about 15,000 square 
feet of floor space. 

The Allen Leather Company, which 
has been located at Fifteenth and Pine 
Streets, has leased space at the northeast 
corner of Fifteenth and Olive Streets 
and will remove there as soon as the 
building can be made ready for 
occupancy. 

Superintendent G. H. Brodt, of the 
new Paducah, Ky., plant of the Inter- 
national Shoe Company, reports that 
his capacity is rapidly approaching the 
1,500 pair per day mark and he hopes 
to push it steadily higher as his force 
grows and becomes more proficient. 
This plant, which has been opened but 
a short time, is making a medium grade 
of women’s and children’s shoes. 


Louisville 


UP TO NORMAL 


Weather Makes Business Good—A 
Merchandise Shortage 


A week of rainy weather did wonders 
in bringing Fall business up to normal] 
in the Louisville trade. There is a good 
demand for women’s shoes as well as 
men’s, while the increase in men’s busi- 
ness was especially noticeable. Short- 
age of merchandise is a _ handicap 
and numerous houses are complaining 
over the fact that they can’t fill up 
short lines, while special orders from 
the factories are out of the question. 


SHOE MERCHANTS MEET 


Annual Convention Is Scheduled 
for November 


The regular meeting of the Louisville 
Retail Shoe Merchants’ Association was 
held at the Louisville Hotel, and at this 
meeting arrangements were made for 
the annual meeting this month. 

It has been suggested that a big meet- 
ing be arranged to celebrate the sixth 
birthday of the organization, and a 
committee will probably be appointed 
to secure out of town speakers and make 
the occasion one to be remembered. 


NO STYLE CHANGES 


A Big Demand for Low Shoes and 
Spats 


There has been no material change in 
styles or leathers for some weeks past. 
African brown and dark tans are in 
demand, while two tone effects are very 
good in both men’s and women’s shoes. 
It is claimed that it will be a big year 
for quality spats, as many women are 


buying oxfords and pumps, and have 
openly announced their intentions of 
wearing spats. With shoe values at 
present levels many women prefer 
buying one pair of high grade low shoes 
and wearing spats with them, to buying 
a high priced pair of high shoes which 
can only be worn on the street. 


TO WINTER RESORTS 


Shoe Merchants Will Soon Start 
Special Sales Trips 


Louisville retail merchants will start 
making special sales trips to West 
Baden and French Lick Springs in 
Southern Indiana shortly, as West 
Baden has been released by the Govern- 
ment and has gone back into the hotel 
game again, after being used as a 
military hospital for several months. 
These are two of the largest Winter 
resorts in the middle West and attract 
much business from many cities. Re- 
tail merchants of Louisville frequently 
send salesmen over to the adjoining 
springs to take orders for footwear, as 
there are few good stores in the district. 


A NEW MANAGER 


D. L. Owsley New Manager at 
Hanover Shoe Store 


D. L. Owsley, who has been clerking 
at the Hanover Shoe Store, has re- 
cently been named manager to succeed 
Fred N. Grauel, who resigned. Mr. 
Grauel went into that company from 
Crutcher & Starks in 1913 as a clerk, 
and in 1914 took charge of the St. Louis 
store, being transferred back to Louis- 
ville as manager in October, 1917, when 
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Alex Cooper, manager, entered the 
Army. 
NEWS BRIEFS 


Short Comments from Local Shoe 
Men on Business Conditions 


Frank Miller, Selz store, ‘‘Business 
is fine. The rain has driven ’em in, and 
we're cleaning up.” 

Charles Troxler, Byck Brothers, 
“Things are humming with the house. 
Every department is busy. We need 
merchandise worse than we _ need 
business right now.” 

William Straub, Petot store—‘This 
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is a cash and carry store. The cash has 
been coming in so fast I think we will 
need a new cash register shortly.” 

Benny Middendorf, Florsheim — 
“‘We’ve been making runs in every 
inning, getting lots of hits, and so far 
this season we’ve not been charged 
with a single error.” 

T. R. Brown, Travers Company, 
‘You can simply say that we’re knock- 
ing ’emcold. We've got the merchan- 
dise at the price, and we're getting the 
business.”’ 

Harry Schutz, Walkover—“Don’t let 
me wake up.” 


Springfield,Mass. 


REPAID FOR TRIP 


Local Members of State Association 
Attend Boston Meeting 


The local members of the Massachu- 
setts State Retail Association, who made 
‘the trip to Boston to attend the quar- 
terly meeting and dinner at the Boston 
Shoe Trades’ Club, were well paid for 
their efforts. Many things of interest 
were discussed, but none of more im- 
portance than the proposed clerks’ 
association and the pernicious bills in 
Congress to embarrass legitimate shoe 
merchants throughout the country. 
President Scates, Harold McNeul and 
Brother Hagan spoke illuminatingly on 
the subject. 


ADVANCING PRICES 


A Striking Evidence of Increased 
Cost Is Presented 


As a striking evidence of the impossi- 
bility of securing merchandise to retail 
at anything like the prices of a year or 
two ago, one has only to look in the 
windows of stores like the Newark Shoe 
Company, which started not so long ago 
with prices of $2.50 and $3.06; at the 
present time a good proportion of their 
display ranges from $5.85 to $7.85. A 


local salesman was heard to remark 


- when asked by a woman for a good low- 


priced shoe: ‘‘Madam, there ain’t no 
such animal.” 


MEN’S SHOES 


Cordovan Full-Quarter Boots Have 
First Call 


Cordovan full-quarter boots for men 
seem to have first call in this section. 
Early sales at $12.00 were numerous, 
but replacement cost on broken lines 
has necessitated $14.00 in most stores 
at present. The English brogue style 
of Norwegian calf are also in strong 
favor. 

GOOD EXAMPLE 


Set by Action of Holyoke Shoe 
Merchants 

Merchants who regard association 
work with indifference may well emulate 
the shoe men of Holyoke, who, upon 
hearing that speakers from Boston 
were to be at the Highland Hotel in 
Springfield, October 24, sent eight rep- 
resentatives to join the local members. 
Several signed membership cards in the 
N. S. R. A. Such gatherings with a 
common purpose are instructive and 
promote harmony among neighboring 
towns. 


New Orleans 


SPRING SHOES 


Warm Weather Makes Many Sales 
of Low Footwear 


New -Orleans shoe merchants are 
completely outdone over the _ hot 
weather prevailing here for the last 
three or four weeks. Shoes intended 
for sale this Winter may have to be put 
away entirely for next Fall. Spring 
shoes, which had been stored for next 


Spring, are hurriedly being brought back 
on the counters and are selling some- 
what faster than if it were real Spring- 
time. 


MERCHANTS STATE CONDITION 


A Review of Business Here and 
There 


The situation in New Orleans today 
is shown by the following statements: 
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Women's Shoes 





wee LLETIN NO. 
Novelty—that’s the “< 
note of the retail trade to- 
day. a 
for something new b 
oF woman can a 
and end at your store, if 
ou are prepared to show 
os our combination pat- 
terns. Samples? Sure! Any 
time. Write ay 
L. SCHAPIRO SHOE co. 
73 South St., Boston, Mass. 














BOUDOIR SLIPPERS ;%, 


Black, $1.60 
Reds = Tans, $1.75 
one; 10 days 
i d 
yo is wot Ss - 
The Baker Shee 
280 River St. 
Haverhill, Mass. 
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PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








Syracuse N.Y. 
SPECIALIST: SIN 














Childreris Shoes 








Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


HenryKleine & Ce. 
Chicago 











SOFT SOLES 


plete fi line 4 Soft “Sole 
aby § Shoes. 
Send for price list. 
THE REYNOLDS SHOE 
& GLOVE CO. 
W. Cor. 3d & Main Sts. 
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Mens Shoes © 





STYLE and SERVICE 
in SHOES for MEN 


sews? 10 HIGH ST. BOSTON, MASS. 


E.S. TORREY cc 
BUILDING 

















HOMPSON BROS. I 
= _‘ars xe SHOEMAKER: 
ROCKTON 









































Stacy Adams Co. 


Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, 

















Gentlemen’s 


Shoes 


THE 
SHOE 
SYRACUSE, N. Y. 


A. E. Nettleton Co. 
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iS AT YOUR SERVICE 
THE STETSON SHOE Co.N0 








SoutH WEYMOUTH,MASS. 








, - WANTED 
Where to Buy- STYLES 
An “fitra’ editorial service to “Recorder” 
readécs, free ‘foe, the asking, with authentic 
information on current problems. 
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Manager Sol Stern of the Maison 
Blanche Shoe Department says that he 
had to go out into the open market 
to secure more stock. 

Manager Geo. W. Hogan of the 
Marks Isaacs Company, Ltd., shoe 
department said that business in Fall 
shoes is absolutely at a standstill. ‘‘Of 
course,” he explained, “‘we are selling 
more merchandise than last year, but 
you must consider that last October 
we were visited by the ‘Influenza’ 
epidemic and were not selling at all.” 

Manager Jacobs of theWalk-Over said 
that Saturday, October 18, showed a 
little sign of a change in the weather 
and that they enjoyed the biggest 
Saturday in the history of the store. 
This shows that the public is waiting 
on the cold weather. 

Down at the Leon Godchaux Store, 
Manager Rene Robert reports business 
in Fall shoes at a complete standstill. 
“‘We are simply waiting for it to cool off,” 
is the way Mr. Robert sized up the 
situation. 

Godchaux’s is featuring high grade 
little men’s shoes, “Fifth Avenue Mer- 
chandise,’’ as Mr. Robert put it. Sporting 
boots are also being featured at God- 
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chaux’s and Manager Robert expects a 
big run. 
LOCAL BRIEFLETS 


From a Group of Stores and Shoe 
Merchants 


Marks Isaacs Company, Ltd., is sell- 
ing a few women’s low shoes, mostly 
oxfords and pumps. 

The Walk-Over reports that low 
shoes are getting what little call there 
is for shoes in that line. 

Maison Blanche Store reports a big 
business in brown kid oxfords, high and 
low heels. Suedes are all gone while 
Opera Pumps are going well. One-eye- 
let ties are completely sold out. 

In the men’s line, Maison Blanche is 
featuring Florsheim’s high grade lines, 
selling from $13.50 to $15.00. There 
has been no advance at this store, 
Manager Stern reporting that he is not 


’ selling at replacement prices. The 


Walk-Over store also reports as selling 
at old prices. 
Schire’s, Incorporated, is selling quite 
a line of pumps and oxfords. Their 
Fall stock has not yet been touched. 
Louis Sporl reports that low shoes are 
getting the call at his store. 


Buffalo, N.Y. 


ADVERTISING FEATURES 


Merit in Leather, Style and Work- 
manship Emphasized 


Merit continues to be played up 
in the description and sale of Buffa- 
lo’s footwear these days. In the ad- 
vertising of local footwear little appeal 
is made to the public’s former craze for 
so-called bargains. Merit in the leather, 
the style and the workmanship and 
rigid inspection before the shoes leave 
the factory, are the points impressed on 
the minds of customers. In fact not 
only the appearance, but the long- 
wearing service of the footwear is 
featured. 


SATURDAY CLOSING 


Hour of Six O’clock Is Advocated by 
Shoe Salesmen 


The policy of closing shoe stores at 
six o’clock Saturdays is growing in 
popularity in Buffalo. Shoe salesmen, 
and in some cases even managers who 
have to work Saturday nights, while 
some of their friends in the trade are 
enjoying rest or recreation, are natu- 
rally discontented with conditions, 

An excerpt from a,newspaper clipping 
circulated by the salesmen is as follows: 

“It is coming to be the general opinion 
of the managements of the stores that 


they will lose nothing by this new 
closing time. People will still have to 
buy as they did formerly and the only 
change will be that their buying time 
will be earlier. The volume of busi- 
ness will remain the same. Six o’clock 
closing on Saturday is a step in the 
right direction and those behind the 
movement are to be congratulated on 
this departure from a small town 
practice.” 


POPULAR HISTORY OF GREAT 
WAR 


For Free Copy Write to John Stroot- 
man Shoe Company, Buffalo, 
New York 

A popular history of the Great War 
will be distributed free of charge to 
*‘Recorder’’, readers who will write to 
the John Strootman Shoe Company, 
Buffalo, New York. This is a book 
measuring 714 x 5 inches and consisting 
of 36 pages. Five pages are devoted 
to the Chronology of the war from June 
28, 1914, when Archduke Francis Ferdi- 
nand of Austria Hungary was assassi- 
nated,. up to November 21, 1918, the 
date of the surrender of the German fleet. 
Then follows a short summary of events 
with colored maps of the Italian, Bal- 
kan, Western and Eastern Fronts. The 
whole work is a very comprehensive 
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history of the war, presented in con- 
densed form so that the reader may re- 
ceive maximum information with a 
minimum amount of effort. In ‘writing 
for a copy kindly mention the ‘Boot 
and Shoe Recorder.” 


A UNIQUE WINDOW 


Prenounced a Real Advertising 
Feature by a Local Shoe Man 


Can a Buffalo shoe store gain adver- 
tising benefits by displaying in its win- 


dows merchandise not regularly handled’ 


by shoe men? This is a question being 
discussed in this city’s shoe trade. A 
tip on this subject has been given to the 
shoe dealers by a merchant in another 
line of business. The storekeeper in 
question had never handled flour or any 
other goods in the food or produce line 
because this stock would formerly have 
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seemed entirely incongruous to his 
place of business. Nevertheless, this 
merchant recently decided to cut away 
from all precedents and exhibited a 
whole windowful of many sacks of flour. 
This was offered for sale at considerably 
below the market price, the ostensible 
purpose being to help Buffalonians to 
combat the H. C. L. 

A report of the unique window spread 
like wildfire. There was a small army 
of customers on hand next morning to 
snap up the flour at the lowered cost. 
Many customers complimented the firm 
on its timely offering and enterprise. 
Incidentally the sale made many new 
friends and customers for the store. 

‘That was what I call a real advertis- 
ing feature and could be used advan- 
tageously by any retail shoe merchant 
in any town,’ remarked a member of 
the local trade. 


Rochester 


WHOLESALERS BUSY 


Trade Extension Excursions Post- 
poned Until Spring 


Wholesale merchants of Rochester 
are so rushed with business and are 
finding it so difficult to secure sufficient 
merchandise to meet the demands of 
their customers that the Wholesale 
Merchants’ Council of the Chamber of 
Commerce has decided to discontinue 
the grade extension excursions until 
Spring as it would be impossible to 
meet the demands for goods that would 
result if the excursions to nearby towns 
were made. 

During the past Summer two trade 
extension trips were made by the mem- 
bers of the Wholesale Merchants’ 
Council which served not only to pro- 
mote trade, but to bring together the 
wholesalers of Rochester and the retail 
merchants in the adjacent towns there- 
by creating a friendly spirit of co- 
operation which has resulted in much 
business for the wholesalers of Rochester. 


OPTIMISTIC REPORT 


Is Made by Traders’ National Bank 
of Rochester 


An optimistic note regarding busi- 
ness conditions runs through the Novem- 
ber report of commercial and financial 
affairs published by the Traders’ Na- 
tional Bank of Rochester. It states 
that heavy orders from abroad have 
already been placed in this country and 
that more are to come. The labor 
situation is regarded as being in process 
of settlement, but to accomplish this 
end we must have team work. This won 


the war and raised production to a new 
high level of American efficiency. This 
same spirit of intelligent co-operation 
is vitally needed in the work of construc- 
tive achievement. Neither capital nor 
labor can prosper separately, for their 
well-being is possible only under condi- 
tions of fair play, mutual understanding 
and honest desire to help each other. 


ATTRACTIVE WINDOW CARDS 


At the Van Deventer “Shoe Store 
Create Favorable Comment 

The Van Deventer Shoe Store which 
handles the Florsheim Shoe recently 
introduced a novelty in the form of 
display cards which have attracted 
much favorable comment. Instead of 
large display cards which are so com- 
mon in shoe stores of the city, this 
window contains only small one-inch 
decorative price tags which are held 
above the shoes by means of wire 
holders attached to a glass base. 


ROCHESTER STYLE SHOW 


January 5 to 10 Announced as the 
Dates 

The week preceding the Boston 
Convention of the National Shoe 
Retailers’ Association has been selected 
by the Style Show Committee as the 
time for holding the Eighth Semi-Annual 
Rochester Shoe Style Show and plans 
are being made to make this the biggest 
and best show yet held, one that will 
totally eclipse all previous shows held 
by the Rochester Association. 

With the return of the traveling 
salesmen plans for the forthcoming 


show are rapidly being perfected, and 
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Manufacturers of 


: Exclusively 
Fine Calfskins 


HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 








GUARANTEED 
HUB TWO YEARS 
sw Hub Gore means Gate and 


because 
Materials and Highest Skilled 
Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








Colored 
Chrome 
Sides 























TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Beston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. $Seut" greet 


Tanneries at Danversport 











T. W. qoner. Pres. 
ms DONALD, Vice- Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


corors MAT KID 


95 South Street, Boston 








DO YOU KNOW? 


that you can buy it—or 
sell it— through the 
+ “Where to Buy” columns. 
This feature in its quick 
uf service is a time saver in 
meeting immediate needs. 
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CATALOGUES 


Teléphone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








) Operate body in the SHOE TRADI 
knows us originators of labels 
for Shoe Cartons. Send for sam 
ples which speak for the ‘ 





ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960 — 4961 








a UNIVERSITY =, a 
FCTROTYPE FOUND DRY 


EC IAKERS OF FINE PRINT. 
Steet L eACE ECIMOTYPES : 


CAMBRIDGE, MASS 
~ J 


WYorrs PBuy | 


| Shoe Patishes ¢ 2 





The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
1s a part of “Recorder” service to 
merchants. 








Chairman Clarke B. Rowley has already 
received space reservations from: Utz & 
Dunn Company, Williams, Hoyt Com- 
pany, W. B. Coon Company, Moore- 
Shafer Shoe Maaufacturing Company, 
Sherwood Shoe Company, Joy, Clark & 
Nier, C. P. Ford & Co., The Menihan 
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Company, John Kelley, Inc., Dugan & 
Hudson Company, E. P. Reed Company, 
J.J. McMaster, George J. Wilson, Leach 
Shoe Company, J. J. Kalb & Son, Truitt 
Bros., Inc., Piehler Shoe Company, 
Wright & Peters, Heilbrunn & Son, and 
the Klee Display Fixture Company. 


Lynn 


TO INCREASE PRODUCTION 


Lynn Workers Pledge Themselves 

to Intensive Manufacturing 

The production of shoes in Lynn will 
be increased. The 15,000 shoe workers 
of the city have pledged themselves to 
bring about a greater production of 
shoes. The factories will run nine 
hours a day, five days a week, a total 
of 45 hours, or 2,700 minutes. Every 
minute is to be productive. Every foot 
of factory space in the city and every 
machine is now in use. Lynn will make 
more shoes. 


SHOES LOOK BETTER 


Refinement of Leather and Im- 
provement in Cutting Benefits 
Black Shoes 

One reason for the present popularity 
of black shoes is the refinement of 
leather. The tanners are certainly 
turning better stock into Lynn. The 
grain is cleaner, and finer. The leather 
is cut with more skill. Cutters are 
getting a cént a minute these days in 
Lynn. They are doing the finest work 
that ever came from a cutting room. 
The consequence is that the black shoes 
look better. They are more elegant in 
appearance. That is one reason why 
they are the best selling style. 


SOME 1920 SAMPLES 


Two Button Strap Pumps, One Eye- 
let Ties and Others 

Two button strap pumps of a new 
pattern are among the samples of 1920 
shoes in the factory of the Travers 
Shoe Company. Also, there is a pump 
with two buttons, set to imitate a but- 
ton oxford. There is a new one eyelet 
tie, a two eyelet tie, and a five eyelet 
oxford. 

The shoes are made of patent, glazed 
kid, and Russia calf leathers. The 
vamps are four inches long. One style 
has a Louis heel, 20-8 high; another has 
a baby Louis heel 14-8 high. 


SPEEDY SHOEMAKING 
Shoemaker Pulls Over and Side- 
Lasts 150 Pairs Daily 

Morris Galaid, a shoemaker in the 
factory of the Cotter Shoe Company, 


pulls over and sidelasts 150 pairs of 
shoes a day. This is very fast work. 
Indeed, there is a challenge out to any 
laster who thinks he can equal this 
production. The pulling over and the 
lasting is done by hand. This is a com- 
mon way of lasting shoes in Lynn. 
There are four other standard ways. 
The hand method is considered best, 
because the hand workman pulls the 
leather down to the wood of the last 
perfectly, and makes the shoe most 
shapely. 


SAFETY-FIRST MEETING 


Mr. Toomey of Wm. Filene’s Sons 
Company Talks in Peabody 


Mr. Toomey, director of the safety 
department of the Filene store in 
Boston, spoke at the meeting of the 
staff of the A. C. Lawrence Leather 
Company in Peabody last Thursday 
W. R. Fisher, vice-president 
also spoke. More 

They had a fine 


evening. 
of the company, 
than 100 attended. 
dinner. 


SHOE EXPERTS MET 


John Gillespie of U. S. M. Co. makes 


poem 

John Gillespie, chief of the factory 
engineering department of the United 
Shoe Machinery Company, was a guest 
of the North Shore Association of Shoe 
Factory Superintendent and Foremen 
at Hotel Seymour in Lynn last Thurs- 
day evening. He spoke about modern 
methods in shoe manufacturing. 


NEW FIRM STARTS 


Imperial Shoe Company Takes the 
Hopkins Factory in Salem 

Imperial Shoe Company, incorporated 
November 1, has taken the factory of 
J. T. Hopkins & Sons, Canal Street, 
Salem, and is starting it up for the 
manufacture of popular-priced lines of 
McKay shoes for women, misses and 
children. The shoes will be sold to the 
wholesale and large department store 
trade. 

James L. O’Neill, president of the 
new company, was formerly super- 
intendent of the factory of the Watson 
Shoe Company, Lynn, and was later 
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Hopkins is treasurer. 


quality man for Val Duttenhofer Sons 
Company, Cincinnati. Joseph A. Hop- 
kins is vice-president and Frank A. 
The Messrs. 
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and succeeded to his business. 
now become members of the new firm. 


Cleveland 


The Cleveland shoe merchants are 
busy selling high shoes. It is true that 
many Clevelanders are wearing low 
shoes and spats, but they are so few in 
number as compared to the others who 
go about with their feet clad in boots as 
to be negligible. 


OCTOBER BUSINESS 


Is 25 Per Cent Better Than for Cor- 
responding Period 1918 


The October business of ten rep- 
resentative merchants of Cleveland 
has proyen about 25 per cent better 
than the previous October record and 
they are all looking forward to the best 
holiday business of their careers. 

Novelties still are in great demand in 
this city and all big downtown mer- 
chants say they have no trouble selling 
shoes that look pretty. 

Cuban heels are selling, but there is 
nothing like the Louis. Efforts have 
been made to push the lower heels, but 
they are under too great a handicap to 
make much headway. 


CONSTRUCTIVE DISCUSSION 


Held at the Northern Ohio Shoe and 
Leather Club 


The Northern Ohio Shoe and Leather 
Club will meet in Hotel Cleveland some 
time this month and Secretary H. L. 
Bowers has asked the members to sug- 
gest topics. 

The club has held two meetings and 
the discussions that took place started 


many members out oa new tacks and 
gave them a source of information that 
has proved helpful. Shoe men from 
several Northern Ohio cities, who at- 
tended the sessions, have told traveling 
salesmen from this city that they were 
benefited immeasurably and that they 
want to take in all gatherings of the 
club. 

Traveling salesmen from the eastern, 
western and southern cities are making 
use of the club rooms. They post their 
cards there, make appointments in the 
rooms which are on the ninth floor of 
Hotel Cleveland and they find this plan 
enables them to transact their business 
in this city more expeditiously. 

The club rooms are open all the time 
to men of the industry, not only in 
Cleveland but all Northern Ohio, and 
the club covers a long felt want. 


THE SMALL MERCHANT 


Survey Reveals That They Are Pros- 
perous and Paying Bills 


E. F. Buzek, of the Cleveland Shoe 
Company, who has about covered his 
territory for the Spring business, says 
that no one needs to worry about the 
small merchant. The ones he has come 
in contact with are hustling to keep 
up with the volume of orders, are 
meeting their bills promptly and making 
fair livings. 

The small fellow is just now buying 
his Spring goods and he is looking 
with favor on colonial ties. 


Indianapolis 


BUSINESS SUMMARY 


News Learned from the Local Shoe 
Merchants 


“Browns, mahoganys and black kid 
boots are selling extremely well, con- 
sidering the weather,” said Frank L. 
McNutt, manager of the Feltman & 
Curme store. “Brown promises to be 
extremely popular throughout the en- 
tire season because of the growing 
popularity of that color in apparel.” 

Mr. McNutt says that the advance 
in prices of shoes is the cause of only a 
few complaints, except in the children s 





department, where the advance is more 
keenly felt than in other lines. 

H. W. Curry, manager of the shoe 
department at the H. P. Wasson store, 
says that business during October was 
larger than it was in the same month of 
1918, but was not as good as it would 
have been if the weather had been more 
conducive for Winter footwear. Mr. 
Curry says he was tried several “‘special”’ 
sales during the last few weeks and was 
“out of luck” with practically every 
one of them. “‘Specials,”’ he says, do not 
seem to take any more. 

Arthur G. Brown, general manager 


Hopkins started in the shoe business 
with their father, the late J. T. Hopkins, 
They 
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Fox 2-Ply Shoe 
i 
Sri : 

Made Exclusively by 


THE FEDERAL OVERGAITER COQ. 


16-18-20 E. 12th St., New York, N. Y. 
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41 BEDFORD STREET, BOSTON 








ATTENTION, MR. SHOE MERCHANT 
Change your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan Shades. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. Simply send us your 
stock. Best stores in country use our system. 
Colors permanent. NO PAINT. Write us for 
full information or send sample pairs for trial. 
It will Rey you. ALBANY SHOE REPAIR- 
ING OMPANY, Recoloring Department, 
157 Kingston Street, Boston, Mass. 











anufacturer 
OF QUALITY BUCKLES 
FOR THE SHOE TRAD 
Exclusive ~ designs ~ High Grade 
D. WwW. COULTAS CO. 
PROVIDENCE F.4, 


| (lhe mark of 
| 00d shoe buckles 





| ever since 1905 
|L.ALTERSON & CO. Qa} 
PHONE GREELEY 666 


| 162 W 34% St., New York City N.Y. | 








RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY & COMPANY 
148 FEDERAL STREET, BOSTON, MASS. 








INFORMATION &.: 

Merchants 
“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Where to Buy 


Men’s Shoes 








? 
a—= Men's Welts | 
IN STOCK 
DIAMOND SHOE CO. 


Factory Salesroom 
ab ilar: Breda = Now Yeoh, 14. ¥. 








THE“ TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
161S St., B 

















FOR MEN 


who care to dress 
a in fille 


TDBARRYCO 


Brockton. Mass. 





TRADE MARK REG 
US PAT ONCE 

















FINE FASHIONS FOR MEN 








FISKE SHOE & LEATHER CO. 


717-719 Ati 











Where to Buy 


Men's, Women’s and Children’s Shoes 








ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 


Cable “‘Bershu”’ 
We Will Handle Your Foreign Business 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 








EDITORIALLY, THE 
Boot and Shoe Recorder 
is the most alert, aggressive and pro- 


ive journal in the world pub- 
fished for the shoe merchant. 
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of Marott’s shoe shop, 18-20 East 
Washington Street, is on a buying trip 
in the East and is not expected back 
to Indianapolis until after the first of 
the month. Salesmen at the store re- 
ported that business was very satis- 
factory, especially in women’s foot- 
wear, black and browns predominating. 


LOW SHOES POPULAR 


Reasons Assigned Are High Prices 
and Warm Weather 


More oxfords and spats are being sold 
‘to Indianapolis girls and women now 
than ever before at this time of the 
year, according to reports from a num- 
ber of local retail shoe merchants. The 
unusual run on these, the merchants 
say, is due to two things—high prices 
and warm weather. 

Many girls and women are buying 
oxfords now and laying them away for 
next Spring and Summer in the hope 
of saving money, while others—ones 
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who are buying spats to go with their 
oxfords—intend to wear the combina- 
tion until the real cold weather arrives. 

Another noticeable feature of the 
local shoe business during the |:st 
few weeks has been the increased ¢o- 
mand among working girls and women 
for shoes of the dressier sort. Practical, 
all the conservation that is bein 
practised by Indianapolis women a; 
girls because of high prices is said to ! 
confined almost entirely to the weal} |)- 
ier classes. 


SAMUEL HAMMERLY DEAD 


For Many Years a Retail Shoe 
Merchant 


Samuel K. Hammerly, for mai: 
years a retail shoe merchant in India: 
apolis, died recently at his home, 33: 
North Illinois Street, following an illn« 
since last January. He was survived !)) 
a daughter, with whom he made his 
home, two sisters and one brother. 


Philadelphia 


LOW PRICE RECORD 


Kinney’s Is Constantly and Con- 
sistently Hitting Bottom Figures 


Kinney’s Shoe Store is establishing a 
record for consistent low prices. Part 
of the answer lies in the class of trade to 
which the store caters, and part of it 
lies in intensive stock-turning effort. 

This time it is a clean-sweep sale of 
women’s and boys’ shoes at $2; 15 
cases of them, to make room for the 
holiday shipments. Coupled with it is a 
cleaning out of men’s work bluchers at 

2.78, with a can of waterproofing for 
each pair thrown in. 

The preceding week it was a bargain 
sale of odd lots of infants’ shoes at 98c. 
About 1,000 pairs were sold. 

In addition the store runs a series of 
“regular specials” every Saturday, in- 
cluding such offerings as women’s 8 and 
9-inch boots, gun metal and vici kid, at 
prices ranging around $4 and $5, with a 
little less than $6 usually as the maxi- 
mum limit. 


GOOD XMAS TRADE 


A Season of Useful Gifts Is Antici- 
pated 


There is a general expectancy of very 
good Christmas business throughout 
the shoe and apparel trades. While the 
money value of sales in Philadelphia has 
been high for the last several months, it 
is true that the volume of stock sold, in 
the aggregate, is not up to what the 
normal mark should be, and as a result 


it is expected that a good proportion «f 
the public’s money which formerly went 
for gifts in the classification of luxurics 
will be thrown into wearing apparel thi. 
year. 

HIDE MARKET DULL 


Shipments Are Delayed and Shori- 
age in Supply Noted 


Local tanneries are being somewhat 
handicapped by delays in the receip! 
of shipments owing to the dock strikes 
in New York and this city. So far a 
the hide market itself is concerned, th: 
condition of short supply, coupled wit! 
a reluctance on the part of tanners to 
buy, exists. Nor is there any unusua! 
activity to be observed in the leather: 
market, though, on the other hand, i! 
could not be described as dull. If th: 
amount of insurance on leather stocks 
in this city is greater, the increase i: 
traceable to increased valuations ove! 
last year, and not to any increase in th« 
volume of stocks. 


SHOE STORE NEWS 


Special Features at Lit’s and Frank 
& Seder’s 


A sale of women’s tan calf, glazed kid 
gun metal, brown kid and patent colt 
boots at $5.98 was a feature of Lit’s 
shoe department last week. These 
shoes were offered as $8 values. 

Frank & Seder attracted considerable 
attention with the stratagem of a Satur- 
day morning sale. Women’s shoes, 
offered as $5 values, were placed on sale 
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at $4 from 9 a. m. until 1 p.m. Promptly 
at the latter hour the special price was 
withdrawn. 


STOUT WOMEN’S SHOES 


Seafried Brothers and Wilson’s Are 
Specializing 

Seafried Brothers, located at 28th 
Street and Girard Avenue, considerably 
out of the center of the city, have been 
making a strong bid for a city-wide 
tre le by specializing in shoes for stout 
women. They have in stock 48 special 
st»ies made from lasts with extra full- 
ness at the ankle and the ball, and they 
ca.cy four widths in each style. Keep- 
ing open three evenings a week has 
pr ved of considerable aid in overcoming 
th handicap of a non-central location. 

\nother shop which is cashing in on 
sp-cialty business is Wilson’s, at 1736 


HEAVY SHOES MOVING 


A Touch of Cold Weather Respon- 
sible for Sales 


That cold and disagreeable weather 
which the local merchants have been 
wishing for came the latter part of this 
week, and its effect upon the trade in 
general was quite favorable. Thereto- 
fore the volume of business done was 
only fair. The public bought not so 
inuch according to their actual needs as 
to their desire to fall in line and wear 
the kind of footwear most appropriate 
for the time of year. But with the 
arrival of what appears to be the begin- 
ning of Wintry weather the masses are 
finding it necessary to set aside their 
old footwear and provide themselves 
with heavy shoes. 


WONDERFUL BUSINESS 


Big Bookings for Next Spring and 
Summer 


Bookings for next Spring and Summer 
footwear recorded by the local factories 
are reported by the heads as being un- 
precedented from the dollars-and-cents 
standpoint and, of course, proportion- 
ately so in numbers of pairs. Repre- 
sentatives of the local manufacturers 
send home the words “‘wonderful busi- 
ness.”” Many of them have already sold 
their allotment for the season and have 
returned from their territories. 


A SUCCESSFUL CLUB 


Under the Leadership of George H. 
Mugavin 


A regular meeting of the Shoe and 
Leather Club was held last Saturday, 





Cincinnati 
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Market Street. This store specializes 
in comfort shoes for women, and has 
built up a considerable trade among 
nurses. 


- PRICE FEATURING 


Noted at a Group of Local Shoe 
Stores 


Claflin is centering attention on a 
line of black cordovan for men, with 
tapered toes and long vamps, at $12.50. 
Steigerwalt also is featuring $12.50 
lines in men’s shoes. This price, it 
would appear, is the highest that is being 
vigorously pushed by any shoe store in 
Philadelphia, although it does not by 
any means approximate the maximum 
figure at which a great many of the 
stores stand ready to serve those who 
desire the really high-grade shoe. Geut- 
ing is customarily featuring prices some- 
what less than this. 


November 1, at the club rooms on 
Main Street. .Little other than the 
usual routine business was brought up. 
However, aside from this, much satis- 
faction prevailed among the members 
present over the wonderful success of 
the club during the past year under the 
leadership of George H. Mugavin. 
The club has expanded both in size, 
strength and[in club room space, two 
additional rooms having been added 
recently for those who find solace at 
the round table. 


AT 719 SYCAMORE 


William J. Condon Represents 
Thread Company 


William J. Condon, formerly a super- 
intendent at the old McDonald-Kiley 
Shoe Company of this city, and a well- 
known member of the Cincinnati shoe 
and leather trades, will open an office 
this week at 719 Sycamore Street, 
representing the Roxbury Shoe Thread 
Company of Boston. 


“SOME”? BOOT TOPS 


Typography Would] Have It 8014 
Inches 

Amusing things crop up in the setting 
up of advertisements these days and 
luck at times runs all “to the errors” ia 
the direction of some one ad. It is 
strange but true that errors will occur in 
the typographical set-up of a page. One 
of the most amusing was that which 
occurred in October 25, 1919, issue by 
the Holters Company, Cincinnati. 

The height of the top was put 804% 
inches. Wow! It is bad enough as it is 
at 814 inches with the high cost of 
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Where to Buy 


Miscellaneous 
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RUBBER TOE-SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. SUMNER SMITH 
Exclusive Distributor 
NEW YORK CHICAGO 








MULTIGRAPHED— 
FILLED IN--SIGNED— 
MAILED. 
F. S. ROOT CO. 
BUSINESS PUBLICITY SERVICE 
BOSTON 


6 BEACON ST., 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. Variety o 
Effects. Kewnte Wonsed 


—" DISPLAY .SERVICE 
93 Federal St. 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 
boots ard shoes. Write 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 











Where to Buy 


Rubber Footwear 
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Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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gy SCIENTIFIC 


- SHOES & STOCKINGS 


ORE than ever before, people today realize that REAL foot comfort depends 
as much upon good stockings as upon good shoes. 


Government reports and the teachings of specialists are making people 
unusually careful in selecting footwear for their children. And they are turning 


to shoe stores as the logical place for this service. 





You Can Equip Your Store for This Business 
With No Loss of Time and at a Trifling Cost 








Here Is a Picture of the New 
Children’s Hosiery Department 


It is compact, easily-handled and at- 
tractive. It contains a complete as- 
sortment of Infants’ and children’s 
hosiery—hosiery which has many 
unique features. 





It requires a very small investment and 
offers you new and increased business 
at an attractive profit. 


This is just the time to get the full 
benefit of this business. 


A card will bring you details. 


DR.AIA.}POSNER, SHOES, Inc. 


140 West Broadway 
NEW YORK CITY 


Factory : Roebling and Hope Streets, Brooklyn, N. Y. 
Trade Mark "Trade Mark | 
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leather and the high art of lacing shoes. 
We do not care where the fashions go 
in Paris. but we still insist that 84% 
inches is high enough for a boot top in 
America. 


H. N. LAPE RETURNS 


From Successful Trip for Julian & 
Kokenge Company 

H. N. Lape, sales and advertising 
manager of the Julian & Kokenge Com- 
peny, returned last week from a very 
successful trip in his Northwestern 
territory. The Julian & Kokenge Com- 
puny has been doing some splendid 
business this year. The work on their 
new factory at Columbus is progressing 
rapidly and by Spring they expect to be 
avle to practically double their trade. 


WILLIAM HIRSCH DEAD 


For 25 Years Prominent in Local 
Shoe Trade 

Members of the local shoe trade 

gcieve over the loss of their friend, 





BOOT AND SHOE RECORDER 


William Hirsch, whose funeral was held 
last Friday at Saint Monica’s Church. 
Mr. Hirsch was one of the founders of 
the McDonald-Kiley Shoe Company, 
which went out of business over five 
years ago. He was an old member of 
the Shoe and Leather Club of Cincin- 
nati. Mr. Hirsch was for some twenty- 
five years a figure in the local trade. 


SHOE SPECIALIZATION 


Arthur J. Knabe Reports Satis- 
factory Wholesale Business 


Arthur J. Knabe, manager of the 
Co-operative Shoe Company, reports a 
very satisfactory business. Mr. Knabe 
opened up his business some seven or 
eight months ago and since that time 
has had it to grow rapidly. Mr. 
Knabe’s plan of doing business in the 
wholesale field is like that of the 
Edmonds Shoe Company in the manu- 
facturing field—to specialize in his 
lines. He attributes his success thus 
far largely to this method of operation. 


Charleston, 8.C. 


WEATHER AND SALES 


With a Cold Spell, Trade Will Be 
Brisk 


Displayed in the windows of the local 
retail shoe merchants are boots of every 
description for the Winter comfort ot 
milady, but while they attract much 
attention and at almost any window 
at any time some of the gentle sex may 
be seen discussing the merits of the dis- 
play, there is practically no buying. 
It is not because the shoes are priced so 
high that the public is not buying. 
Continued warm weather is the cause. 

A short time ago the thermometer 
dropped several degrees and for a couple 
of days it seemed as if “sure-enuff” 
Fall weather had arrived. Immediately 
shoe sales jumped and a smile appeared 


on the face of the shoe merchant. But 
it was only for a few days. Warm 
weather came back, and is still here. 


REGARDING PRICES 


Merchants Selling at Lower Figures 
Than the Wholesale Figures 


While there is much talk about “‘the 
high price of shoes” the merchants in 
Charleston, as in other cities, are offering 
their goods at prices lower than the 
current wholesale price. This is possible 
because the principal retail shoe mer- 
chants who buy in large quantities place 
their orders: about six months ahead of 
the season, and the shoes now on the 
retail market are priced lower than they 
can be bought from the manufacturers 
now. 


Denver 


BUSINESS IS GOOD 


Shoe Merchants Doing Much Cred- 
itable Advertising 


Business at the retail shoe stores in 
this city is reported good at this time. 
Winter business is getting under way 
and the outlook ahead is bright. Local 
shoe merchants are doing much adver- 
tising in the Denver newspapers at this 
time, which is helping to speed their 
business considerably. Most of the 
advertising is very good and reflects 





great credit on the shoe merchants 
responsible for it. 


NEWS OF SHOE MERCHANTS 


Percy Rigby, Harry Fontius, Boyd 
and Wagner 


Percy Rigby is the new proprietor of 
the W. O. Patton Dry Goods Store at 
Meeker, Colo. He was formerly in 
charge of the shoe department of the 
Hugus store in that city. 

Harry E. Fontius, president of the 
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Fontius Shoe Company this city, has 
returned from a business trip to Phila- 
delphia and other Eastern cities. 

Berlin Boyd, for the past two years 
secretary of the retail merchants’ bureau 
of the Civic and Commercial Associa- 
tion, and also executive secretary of the 
Mountain States Retail Shoe Dealers’ 
Association, has resigned to take a 
position as special representative for 
H. W. Moore & Co. Mr. Boyd will be 
succeeded by H. H. Wagner, formerly 
advertising manager of the A. T. Lewis 
& Son Dry Goods Company. 


SHOE STORE NEWS 


An Anniversary Advertising and 
Change of Stock 


Last week the Michaelson Brothers’ 
store held a big jubilation in celebration 
of the 24th anniversary of the establish- 
ment of the business. Souvenirs were 
distributed among the women and chil- 
dren that visited the store. 

A. T. Lewis & Son, this city, has been 
featuring the Buster Brown shoes in its 
newspaper advertising of late with some 
worth-while ads. 

The Galley-Stockton Shoe Store, 
Canon City, Colo., recently changed to 
an exclusive women’s and girls’ shoe 
store, while the Handy-Stawart store 
has changed to an exclusive men’s and 
boys’ shoe establishment. The stocks 
of the two stores have been changed to 
conform to the new order of events and 
as a result Canon City claims to be the 
only place outside of Deover having 
exclusive ladies’ and men’s shoe stores. 


COLORADO BRIEFS 


A Group of Interesting Shoe Store 
News 


The Elizabeth Mercantile Company, 
Elizabeth, Colo., announces that its 
new Selz Schwab & Co.’s “Royal Blue’’ 
line of shoes is beginning to arrive. 

J. F. Powell, manager of the Mathe- 
son Keppel Store, Hugo, Colorado, was 
in Denver recently on a shoe buying 
trip. 

The Denver Dry Goods Company’s 
shoe department is featuring a showing 
of Laird-Schober footwear at this time. 
J. Roy Fleming is in charge of the shoe 
department at Denver and_ reports 
business good. 

The Broadhurst-Young Shoe Com- 
pany, this city, is getting out some 
clever advertising these days. 


JAMES LEWIS DEAD 


A Well-Known Shoe Salesman at 
Boulder, Colo. 


James E. Lewis, 38, and a shoe sales- 
man for the White-Davis Mercantile 
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Saturday Evening Post 
Double Page Ad 


In the issue of November 15th, just before the opening of Dr. Scholl’s 
Demonstration Week, the largest and most expensive ad ever run 

in the interest of this or any similar line will appear in the 
Saturday Evening Post, where it will force itself on the at- 

tention of many millions of readers. Two full pages 

at once will start off this 


Smashing Drive 


* 

and this will be backed up by other large maga- 5 
zine and metropolitan newspaper advertising. 
Never before was a special selling event so | 
heavily advertised And never hefore ' p 
has the huge sum of 

$12,000.00 
been spent for a single _ y 
ad in this or simi- 


lar lines. 


November /72 


An Event You’ll Remember 
This will be the BIG event of this year. It will, 
judging by present appearances, eclipse any 


We special drive that has ever been staged in the 
past. Those who participate with us in “putting 
this over,” and who consequently share in the 


Supply advantages, will remember Dr. Scholl’s Demon- 
Dozens of stration Week for many years.to come. : 


Free Helps THE 
We do not stop at merely the heavi- ; 

est campaign or the largest ads, but go 

further and furnish our friends with the 


means of connecting their individual stores up 
to this advertising, so that it will become their 
own advertising. ‘To do this, we supply, free of e 


any charge: - 


Large Window Cut-Outs and Window Cards. Stereopticon Slides—Package Ci O 
Enclosure Slips. Imprinted Booklets and Circulars for the BIG WEEK. Com- 

plete Ad Plates for Local Newspaper Use. Complete Instructions For Conducting a e 
Successful Demonstration, and many other helps to insure this being, by far, 


YOUR VERY BIGGEST WEEK 








Local Newspaper Ads and Com- 
pelling Special Window Dis- 
plays To Tie Up Your Store 


to the great national advertising campaign. By using these com- 
plete ad plates in your local papers and making the display, 
you get the full benefit of this drive. 


Material FREE 


We furnish complete printing plates for local 
ads and complete material for window 


: | trims. Send for this material right 
O/ away. There is no time to lose. 
Are You 
TRA? TON _ 


to November 2222 


A Week of Profit Taking 


We aim to make Dr. Scholl’s Demonstration 
Week the most profitable week in the history of 
the thousands of shoe dealers who will be with us 
in this unexampled educational and selling drive. 
Thousands of Demonstrations all at one time! 


NMI! Wich the wapeseediaked ‘sadcend wives FREE 
tising we are giving it. Think‘of it! 
COUPON 
213 W Schiller S t sieieesmtans 


THE SCHOLL MFG. CO 


€ H / C A GO 213 W. Schiller St., Chicago 


Gentlemen:— 


NEW YORK Please send me full information about Dr. Scholl’s 
TORONTO Demonstration Week and the advertising helps you are 

/ prepared to supply to enable me to cash in on this Week. 

LONDON I understand that this ‘is all contained in your Big book entitled: 


‘“How to Conduct a Demonstration’’ 


and will, therefore, ask you to send me a free copy. 
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“ CLAREMONT ” 


Style 1512 


Cherry Chrome No. 1 Side 
Perforated Vamp 
5 to 1l Ato D 


a a . 
vo-o-o 


BBP 
vuro vv COCO Oo 


2>-O>-O>-Oed-innns, 
wow ovo oc oC ooo oO 


1? is not hard for us to account for the pressure of sizing-in orders 
for this “Claremont” model at our Chicago Distributing House— 


voc o 


As an alternate for high-price Calf goods its fine constraction 
and very favorable price make it an ideal number for retail_stores. . 


The “Claremont” is typical of the numerous rapid-sellers on 
hand in the full size range at the Chicago Department. 
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Have you had the Bates Fall In-Stock Catalog? 
If not, let us send it to you. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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Company of Boulder, Colo., died at the 
county hospital in Denver, recently, 
after the amputation of his right leg, 
which was fractured in a motorcycle- 
automobile accident a few days before. 
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He lived only a half hour aftér his leg 
was amputated. Blood poisoning made 
amputation necessary, county hospital 
surgeons say. Lewis is survived by a 
wife and two daughters. 


Columbus 


CLEARANCE SALES 


Patronized by the Public. 
Heavy Footwear Bought 


Well 


While shoe prices have advanced be- 
yond the wildest expectations of shoe 
merchants, the need of clearance sales 
in many stores is apparent to get rid of 
the accumulation of undesirable sizes. 
Several of the leading retail stores in 
Columbus are just now holding clear- 
ance sales of undesirable styles. While 
the sizes in some of these lines are 
broken, it is a very noticeable fact that 
many purchasers accept sizes a little 
larger than usual in order to take ad- 
vantage of the saving in price. Many 
of these lines that are being sold at 
clearance prices are of the sturdy type 
of footwear, and while not of the latest 
style, the purchasers do not care. In 
several instances the merchants have 
advertised these sales in the local press 
and have advised the public of just how 
many pairs of certain sizes and widths 
that would be sold at the price. This 
has saved the store salesman’s time, as 
the public had been advised of the 
condition of stock beforehand. 


A RAINY WEEK 


Large Quantity of 
Rubbers 


The past week has been a very busy 
one for local merchants, owing to the 
continued rainy weather which has pre- 
vailed. Many merchants report that 
they had sold as many rubbers the past 
week as they had sold during the entire 
Fall of 1918. The sale of Fall footwear 


Sells a Very 


is now in full blast, and many lines have 
been cleaned out, and when new lines 
have been secured it will be necessary 
to increase the retail price about 40 
per cent on these new lines. 


INCREASED PRODUCTION 


Local Shoe Factories Working on 
Nine-Hour Basis 


Production in Columbus factories is 
gradually being increased and it is 
hoped that they will be in a position to 
deliver the greatly increased volume of 
orders which they have on hand for the 
coming Spring. All the local shops are 
working on a nine-hour basis and are 
turning out Fall footwear at a rapid 
basis; it is hoped to have all Fall orders 
cleaned out of the way before the time 
comes to change to Spring styles. 


BOOT SALES SMALL 


Manufacturers State Spring De- 
liveries on Low Shoes Heavy 


Several of the leading manufacturers 
of women’s footwear state that the 
volume of sales for Spring has been for 
patent and black kid and white nile 
cloth one eyelet tie, Louis heel. Sales 
on pumps and oxfords have also been 
very good, according te statements. 
The sale of boots for Spring delivery 
has been very small; in some localities 
the sales have not exceeded 10 per cent 
of the purchases of the low shoes. This 
is due to the enormous advance in 
leather. The merchants feel that the 
public will purchase the low shoes in 
preference to the boots. 


West Virginia 


CLEVER DEVICE 


Many Puzzled by Attraction in 
Clarksburg Shoe Store 


An advertisement in the window of 
the Clarksburg, W. Va., store of the 
Newark Shoe Company has attracted 
the attention of large numbers of 
passers by and has caused much com- 
ment on the cleverness of the con- 
struction and operation of the instru- 
ment. Manager Alfred J. Gross stated 
that he has heard numerous persons say 


that they would bet that they could 
solve the mystery. The attraction is 
incased in a large-sized mahogany box 
with the side facing the street open 
and a light in each of the four corners. 
A pane of glass runs from the rear of 
the box almost to the top and a black 
piece of paper fastened on a wire in 
front of the glass moves up and down. 
When the paper moves to the glass it 
stops for an instant, and when it leaves 
there appears a silver dollar resting 
on the edge of the glass. The purpose 


of the device is to advertise the Newark 
shoe, the motto of the company being, 
“Save a Dollar.” It works by elec- 
tricity and was invented for the ex- 
clusive use of the Newark Shoe Com- 
pany. 

JOINS IN CAMPAIGN 


Charleston Shoe Store Takes Part 
in Better Business Campaign 


The “bigger and better business’ 
campaign for Charleston, W. Va., has 
received another boost when the efforts 
of four new concerns were added to the 
drive, which has for its purpose the 
bringing about of a closer relationship 
between the citizens of that commurity 
and the merchants. 

Among the new boosters are I. B. 
Boogs & Company, shoe merchants. 


MERCHANT RETURNS 


Pioneer Comes Back After Absence 
of Thirty Years 


Constantine Delabar, 68, proprietor 
of the first shoe store to be opened in 
Huntington, W. Va., has arrived from 
Cincinnati on his first visit in thirty 
years. 

When be opened his shoe store in 
Huntington about forty years ago, it was 
the only one of its kind in the city. 
Repairing and a manufacturing business 
were conducted. Feet were measured 
and shoes made by hand. Ten years 
later he left for Cincinnati where he 
entered the manufacturing end of the 
shoe business. He now holds a re- 
sponsible position with one of the 
biggest concerns in the River City. 


SHOE STORE ENLARGED 


Addition Built on the Rear Part of a 
Fa.rmont Store 


The improvements to the interior of 
the F. J. Smith shoe store, Fairmont, 
W. Va., which have been in progress for 
some time past, are now completed and 
the firm is starting in on its Fall trade 
in much larger quarters and brighter 
and more attractive surroundings in 
general. 

An addition built to the rear part of 
the building gives an additional thirty- 
foot space in the main storeroom, with 
larger storage quarters and more shelv- 
ing and display room. An office has 
been fitted up in the rear with every 
modern equipment. 

The interior has been newly painted 
and papered in finishings of white, with 
a light tan wall paper, which gives the 
long room a bright effect. Three win- 
dows in the rear light the building in a 
splendid way and add to the general 
appearance of the storeroom. New 
divans and seats are to be added. 
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HANH 


Kid Just Like A 
GLOVE! 


SATIN KID 


Obtainable only through our process. 
Made in McKays, Welts and Tums 


in all Styles and Patterns 


THE VAL DUTTENHOFER SONS CO. 


CINCINNATI, OHIO 
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@PENS SHOE DEPARTMENT 


Zenner-Bradshaw Store Will 
Feature ‘“‘Dorothy Dodd”’ and 
**Educator’’ Lines 


The Zenner-Bradshaw shoe depart- 
ment is now introducing the “Dorothy 
Dodd” footwear to the women of 
Huntington, W. Va. This new depart- 
ment has just been added to the store and 

. bids fair to become a popular section of 
this shopping emporium. The “Edu- 
cator Line”’ for misses and children is 
also carried and will be carried ex- 
clusively by this store in Huntington. 

The shoe department is in charge of 
C. H. Shaab, who was for ten years 


with the Palais Royal of Washington. 
Assisting him in the shoe department 
are F. Fielder, also of the Palais Royal, 
Washington, and Miss Julia Ford, who 
has just returned to this city from 
Chicago. The shoe department is 
located in the rear of the first floor just 
under the balcony. 

The shelving and cases containing 
the stock are of mahogany finish, corre- 
sponding with the other sections of the 
store. An attractive and altogether 
novel feature about this shoe depart- 
ment is the shoe shine parlor for women 
patrons. It is in the extreme rear, 
center aisle. The women patrons are wel- 
come to secure a free shine at any time. 


New York City 


WEATHER AND SALES 


Special Offerings at Various Stores 
Are Noted 


Continued warm and rainy weather 
during the latter part of October served 
to keep retail sales in New York at a 
figure which gave the merchants little 
comfort. While business was fair, it 
fell short of expectations. In addition to 

. this the regular shoe shops suffered 
some because of the special sales which 
are being put on by the department 
stores. So far the regular shoe mer- 
chants have been inclined to hold firm 
and disregard the tendency to rush 
business by the reduced price method. 
A few of them have made special offer- 
ings on certain lines or have advertised 
special prices, but the wave of cut 
prices has not struck them yet. Colder 
weather, they believe, will give them 
the volume of sales they desire. 

Chief among the sales was the offering 
of 2,000 pairs of pumps and oxfords by 
Oppenheim, Collins & Co., at $8.75. 
Saks & Co. also held a sale of patent 
leather and gun metal calf pumps with 
baby Louis heels at $8.50. James 
McCreery & Co., B. Altman & Co., 
Lord & Taylor and Stern Brothers also 
put out special offerings in low shoes and 
a few high shoes. 


OXFORDS AND PUMPS 


Selling Well, Also Brogues and 
Women’s Spats 


Even where bargains in low shoes 
were not offered, the public is showing a 
strong tendency to purchase oxfords and 
pumps. Men’s brogue oxfords continue 
strong selling numbers, particularly in 
the high-class stores, and with them are 
sold constantly increasing numbers of 
spats. The women’s spat business al- 


ready has reached enormous propor- 
tions here. Grays and tans are the pop- 
ular colors and prices range from $3 to 
$6, with the average running around $4 
and $5. 

A BRISK BUSINESS 


At Shoe Department of James 
McCreery & Co. 


An exceedingly brisk business is 
reported in both the men’s and women’s 
shoe departments at James McCreery 
& Co., where special sales at $8.75 are 
being run to introduce the departments 
to the public following the expiration of 
the Sorosis contract with this store. 
Plans are being made to enlarge the 
men’s shoe departmer:t, where Johnston 
& Murphy shoes are handled exclusively. 
The men’s department is now under the 
management of W. T. McDowell, with 
H. Morrison as assistant. 


THE AUTUMN OXFORD 


Emphasized in Well-Worded Ad at 
Macy’s 


The Autumn oxford for women was 
featured in a well-worded ad by R. H. 
Macy & Co. last week. ‘For these 
Autumn tramps,”’ reads the ad, “one 
needs a brisk breeze, a gay-colored 
sports costume, a twisting road, the 
right companion, and a smart oxford, 
built for style and comfort. It has to 
be the sort of shoe that can cover miles 
and miles and never let you know it’s 
there.” And, just as essentially, it has 
to be so smart that you can drop into 
the Country Club for a twilight cup of 
tea and toast your feet before the big 
fire, looking trimly shod, rather than as 
if you had just come ploughing through 
the wastes of No Man’s Land.” A 
sketch accompanied the ad showing a 
model in brown mahogany, wing tip, 
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blind eyelets and low heel. The price 
was $8.89. 


ORTHOPEDIC FOOTWEAR 


To Be Discussed by the Retail Shoe 
Merchants 


At the next meeting of the Retail Shoe 
Dealers’ Association of NewYork, to be 
held on November 17, the question of 
orthopedic and sanitary footwear will be 
discussed. Speakers, to be announced 
later, will give expert opinions on the 
subject. 


BUSH TERMINAL NEWS 


Additions to List of Shoe and 
Findings Representation 


Ne -dditions to shoe or finding 
concerns now having representation in 
the Bush Terminal Sales Building in- 
clude the following: The A. & H. Veith 
Company, New York City, manufac- 
turers of buckles; J. Ralph Baker & Co., 
Bridgewater, Mass., manufacturers of 
men’s shoes; Dénald Shoe Company, 
Philadelphia, manufacturers of chil- 
dren’s shoes; Emil Kaufman Company, 
New York City, manufacturers of 
McKay shoes for men, women and chil- 
dren; The French Beading & Novelty 
Company, Philadelphia, manufacturers 
of buckles. 


FRENCH LAST UNPOPULAR 


A Novelty Noted in a Tie-Effect 
Long Vamp Slipper 


Little more is heard of the French 
last models for women. A few stores 
continue to display them in their win- 
dows, but are not advertising them or 
pushing them. 

Several manufacturers’ agents say 
that the subject is discussed by out- 
of-town buyers, but that most retail 
shoe merchants are against the French 
last and are not ordering them. The 
high-class shoe shops, particularly along 
Fifth Avenue, are adhering to their 
original policy of not showing French 
lasts. 

The French tie effect, worked out in 
long vamp slippers, has made its appear- 
ance in some of the stores which cater 
to the novelty trade. 


AN EFFECTIVE WINDOW 


At. the Regal Shoe Store, 34th 
Street 


The Regal Shoe Store on 34th Street 
last week had an effective window dis- 
play of evening slippers in which the 
footwear, consisting mostly of satin 
slippers, was shown against backgrounds 


of the slipper satin. Gold and silver 


satins predominated. 








pete nad ABA Rien tee muaihin meni 


‘capsids 














37 


= C4 


SA 


Lace Shares 


The Keynote of Correct Costume 


NLY Lace Shoes can give that trimness of ankle decreed by pre- 
vailing fashion. And only Lace Shoes with Fast-Color Eyelets can 


render the service good dressers demand. That means— Diamond Brand! 


DIAMOND BRAND Fast-Color Eyelets never tarnish, turn “ brassy,” 
nor fray. They’re still like new —in color and shape— when the 
shoes are completely worn out. And they better even the best shoes. 
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Insist on DIAMOND BRAND Fast-Color Eyelets 
— and be sure each Eyelet bears the Diamond Brand 
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UNITED FAST COLOR EYELET COMPANY 
Boston, Mass. 
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BOOT AND SHOE RECORDER 


Milwaukee 


WISCONSIN BADGER BRIEFS 


New Shoe Manufacturer Sells Store 
at Kenosha 


W.E. Donley, Main Street, Kenosha, 
Wis., has experienced so much success 
in his new manufacturing enterprise 
that he has felt compelled to discon- 
tinue his retail business, one of the oldest 
and best known in the city. Five 
months ago Mr. Donley set out to manu- 
facture men’s custom-made shoes and 
the industry has prospered beyond his 
expectations. The retail stock has been 
purchased by Friend Bros. of Chicago, 
while the building and furnishings are 
taken over by the Cohn Shoe Company, 
which will supplement its Market Street 
store with a second one in the former 
Donley location on November 1. 


SHORT SHOE NOTES 


From Kenosha, Sheboygan and 
Birnamwood, Wisconsin 


Block Bros., outfitters of women, 
Kenosha, Wis., held the formal re- 
opening of their remodeled store last 
week. The adjoining store unit has 
been added, together with second-floor 
area. The shoe and millinery depart- 
ments share the entire second story. 

The L. L. Imig Boot Shop, Sheboy- 
gan, Wis., specializing in the Julia 
Marlowe line, has moved into its new 
store at 627 North Eighth Street. The 
business was established December 14, 
1918, and has experienced remarkable 
growth. In its new store the Imig house 
is located next door to the place where 
Mr. Imig’s father, Jacob Imig, con- 
ducted a shoe store for nearly fifty 
years until his retirement in 1910. 

C. C. Pratt, Park Street, Kenosha, 
Wis., has discontinued business because 
of advancing age, and will return to his 
boyhood home at Auburn, Me., to 


spend his declining days. He thus ends 
an intimate connection of a half century 
with the manufacturing and retail trade. 
Friend Bros. of Chicago have purchased 
the stock. 

A new retail shoe store has been 
opened in Birnamwood, Wis., by 
Ernest Miller, who was engaged in busi- 
ness at Clintonville, Wis., for many 
years and recently accepted an advan- 
tageous offer for his stock. 


MORE BRIEFLETS 


From West Allis, Sheboygan, Osh- 
kosh, Portage and Berlin 


Sam D. Surlow, West Allis, Wis., 
dealer in men’s, women’s and children’s 
shoes, clothing and furnishings, on 
October 25 moved into his new store, 
45 x 100 feet, at Sixty-third and Green- 
field Avenues. 

Elmer Hanson, 1511 South Twelfth 
Street, Sheboygan, Wis., has sold his 
store building, stock and equipment to 
the Chair City Shoe Company, located 
diagonally across the street at 1520 
South Twelfth Street. After alterations 
are made in the building, the Chair City 
Company will consolidate its business 
at the former Hanson location. 

The Marinette (Wis.) store of O. A. 
Haase, Oshkosh, Wis., has moved into 
its own building at Main and Liberty 
Streets, thereby increasing its size 
nearly 100 per cent. G. E. Denzin is 
manager. 

E. J. Klug of Portage, Wis., is now 
comfortably settled in his new store at 
222 West Cook Street, where enough 
additional space is available to accom- 
modate a complete repair department, 
which is in charge of S. Salemi. 

Frank Dopke, Berlin, Wis., has moved 
his repair shop into new and larger 
quarters. 


Chicago 


BUSINESS ‘“OFF’’ 


Cold Weather Needed to Stimulate 
Selling 


Business among the retail shoe stores 
the past week has been what it should not 
be, considering the time of the year and 
the advanced season. This is entirely 
attributed to the return of Indian Sum- 
mer to Chicago with its attendant warm 
weather, which condition, of course, 
does not create an enormous demand for 
high footwear. The merchants’ stocks 


are well provided with styles adapted 
for cold weather wear, but there is not 
enough frigid temperature to move the 
shoes to a degree that is steady and 
profitable. 
BLACK LEADS 
In Kid Shoes w_th Louis Heels for 
Women 

Black kid shoes with Louis heels con- 
tinue to be by far the predominating 
sellers among women’s shoes. Browns 
are moving along in good shape, espe- 
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cially brown Russia with walking heels, 
which are having a most unexpected 
demand. 

MEN’S SHOES 


Brogues Are Popular—Brown Cordo- 
van’s Seliing Well 


Men’s brogues continue to be popular 
in favor of the men. Brown cordovans 
are also selling favorably and the darker 
shades of brown calf shoes are moving 
along in good style. The merchants 
handling men’s shoes report a very 
satisfactory trade for this time of the 
year. 


SHOE MERCHANTS MEET 


Local ” Association Hold First Fall 
Session, October 27 


The Chicago Shoe Retailers’ Associa- 


tion held their first meeting this season 
on Tuesday, October 27; a luncheon 


was served at the Sherman Hotel with | 


about 25 members present. 


WIDESPREAD PUBLICITY 


Suggested by Seymour Bamburger 
of Mandel Bros. 


Seymour Bamburger, in charge of the 
shoe department of Mandel Bros., 
brought to the attention of the mer- 
chants the widespread publicity given 
to the misstatement of Frank J. McEI- 
wain carried recently by the Daily 
Press. Inthe opinion of Mr. Bamburg- 
er, vigorous action should be taken by 
all retail merchants through their ad- 
vertising and through their sales force 
to put the public right as to the present 
shoe prices and the reason for the prices. 
In his opinion the policy of straight- 
forward, honest statements along this 
line are the most effective means of 
restoring the confidence of the public in 
the integrity of retail shoe merchants. 

He also advocated truthful advertis- 
ing on the part of the merchants. 


BUILDING PROJECTS 


Construction to Value of $32,759,190 
Under Way 


Chicago has building projects valued 
at $32,759,490. Residence buildings 
exceed all other forms of construction. 


RED CROSS DRIVE 


Campaign to Make Shoe Trade 
100 Per Cent Representative 


Another important matter that was 
taken up at the meeting was the present 
Red Cross drive. A desire was ex- 
pressed by the officers of the association 
to enlist every local member of the shoe 
trade connected with not only the retail 
end, but also the wholesalers, finding 
houses and manufacturers... An inten- 
sive campaign. will be inaugurated to 
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The Vineland, N. ]., Factory 


THIS ILLUSTRATION SHOWS THE LATEST ADDITION TO OUR FACTORY EQUIPMENT. 
CAPACITY—3,500 PAIRS PER DAY—AREA 45,000 SQUARE FEET. 
OUTPUT—MISSES,’ CHILDREN’S AND GROWING GIRLS’ tHIGH GRADE 

WELTS AND GROWING GIRLS’ TURNS. 


SAMPLE LINES FROM THE NEW FACTORY WILL BE IN THE HANDS OF OUR 
SALESMEN BY NOVEMBER 10TH. 


ALL OF WHICH MEANS BETTER SERVICE TO OUR CUSTOMERS. 


GRIEB SHOE MFG. CO. 


531 MARKET STREET PHILADELPHIA, PA. 
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Retatler: 


The most vital part of a shoe, just like that of a man, is a 
Good In-“soul.” There is no difference, except in the spelling. 
Vital, because of the real Comfort and Health- -giving proper- 
ties that good “insole” possesses. “The Dayton” cushion 


insole has these qualities. 


Our high quality cushion insoles will win for you the trade of not only those who 
are now using cushion insoles but many who do not as yet appreciate their comfort. 


They will fit any kind or size shoe for man or woman. 


DAYTON INSOLE CO. 


123 MILL STREET - - DAYTON, OHIO 












































IN-STOCK 


for 


AT ONCE 
DELIVERY 








A154—Gray 
A152— Russia Nubuck Lace 


Calf Lace 


HARNEY STANDARD STYLES 
FOR AT ONCE DELIVERY 


126—Pat. Vamp 9” Lace, Mat Cab. Top, 18-8 LL. Heel, 
155— <“ «6 Fawn Cloth Top, 19-8 LL. Heel, 
129—Mat Kid, 9” Lace, Mat Cab. Top, 18-8 LL. Heel, 
148— “ “ 81%” Pearl Button, 19-8 LL. 
138—Black Kid, 9’’ Lace, 19-8 LL. 
49— “ “ “ “ 14-8 (om 
184— “ aig - 14-8 Mil. 
139—Hav. Brown Kid, 9” Lace, 19-8 LL. 
“a s “ 8%" Pearl Button, 19-8 LL. 

Jo. 14 Russia Calf, 9” Lace, 14-8 Mil. 

77 “ “ “ “ 14-8 | ee 

“ec “ “ “ cc 18-8 ts. 
134— Gun Met. Vamp 9” Lace, Mat Cab. Top, 14-8 Mil. 
154—No. 18 Gray Nubuck, 9” Lace, 19-8 Full Louis Wood 
Covered Heel, AA to C 


PrP PrP rr rrr rrr pr 
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In-Stock Terms 2-10 Net 30 if closed by Open Account, and 
with an extra 30 days’ dating if closed by Trade Acceptance. 


Prices on Application 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 


Boston In-Stock Department 78 Lincoln Street 


Cy Shoes You Order Hre the Shoes You Get . 
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"Wallk- Gof,” GRACE 


The Suzanne Colonial shown here is 
creating remarkable comment and enjoys 
an extraordinary sale. 


Made by the “Walk-Croft” process, it 


carries the Grace of the “finest’’—a 
quality rarely found in reasonably priced 
shoes. 








This model is shown exclusively in the 
“Walk-Croft”’ line. 

A post card will bring you a sample or a 
salesman. 














ners. BANCROFT WALKER COMPANY »zr0% ornce 


13 WORMWOOD ST. 


— MAKERS OF SMART SHOES FOR WOMEN 


ting to large dealers and department store buyers. Sold unbranded if desired. 


RICE BUILDING 





“Walk-Croft” prices and styles are especially int 
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make the shoe trade 100 per cent rep- 
resentative. Committees were ap- 
pointed with the following chairmen: 
‘', E. Foster, for the retail merchants; 
‘ohn O’Connor, for the manufacturers; 
ieo. E. Harrison, for the wholesalers, 
nd Chas. J. Swain, for the findings and 
‘quipment trade 


THE COAL STRIKE 


‘s Not Feared by Illinois Shoe 
Merchants 

The State of Illinois has over 800 
,ituminous coal mines ranging from a 
mall mine operated by ten men to the 
irgest employing nearly 5,000 miners. 
lowever, only about 400 mines are run 
s commercial or shipping mines, the 
thers supplying local needs. Over 
0,000 men obtain employment in the 
iines of this State. These mines are 
1ostly located in the southern portion 
f the State, although a good many are 
xcated in the central and northern 
varts. 

The merchants of Illinois are confident 

hat the strike will be of short duration. 
\cting on this belief, in which they are 
borne out by manufacturers, whole- 
alers and the entire public, the mer- 
chants have not resorted to frenzied 
cutting of operating expenses and there 
have been no cancellations of orders. On 
ihe contrary, their attitude is most 
optimistic. They are conducting their 
stores as usual and buying everything 
they need. It is the general opinion 
that no matter how soon the strike is 
settled the miners will undoubtedly 
receive an increase in wages, which will 
mean more liberal buying of shoes and 
other merchandise. 


LOCAL SALESMEN REPORT 


Shoe Merchants in Other Mining 
Sections Not Worrying 

The salesmen for Chicago shoe houses 
who travel in other sections of mining 
country report that their customers 
have taken the miners’ strike less seri- 
ously than they have considered any 
other strike. These salesmen report 
business conditions very good in their 
territories, and they, too, convey the 
feeling expressed by their trade that the 
strike will end at any hour. - 


WHOLESALERS ACTIVE 


A Large Number of Buyers Are in 
the Market 


There has been a large number o° 
buyers in the Chicago market during the 
past few weeks placing orders for large 
quantities of shoe merchandise, includ- 
ing liberal stocks of men’s, women’s and 
children’s shoes. A visit through the 
wholesale district discloses many new 
faces of merchants from all sections of 


the country. Purchases are not being 
confined to any one style, but staples as 
well as novelties are eagerly being picked 
up for immediate delivery. 


“SHOE ROW” GROWING 
A. J. Bates’ Chicago Company Willi 
Locate Here 

Another important undertaking on 
“Shoe Row,” the short square on Wells 
Street between Madison and Monroe 
Streets, has taken place this week. The 
A. J. Bates Chicago Company, now 
located at 328 W. Monroe Street, has 
taken a ten-year lease on the building 
at 33-35 South Well Street and will 
occupy the entire four floors and base- 
ment as soon as alterations are com- 
pleted. This building will be ready for 
occupancy by the Bates Company in the 
latter part of December 
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L. F. Kuntsman, manager of the A. J. 
Bates’ Chicago Company, has _ been 
negotiating for this location for many 
months, and on Friday, October 31, 
succeeded in securing the space. 

The new tenant will make Wells 
Street between Madison and Monroe 
Streets almost a solid square of 
ground floor wholesale shoe establish- 
ments. No district in the history of 
Chicago’s shoe trade has grown so rap- 
idly as this street. It has already won 
the name of “‘Shoe Row” and under this 
cognomen the respective houses located 
here intend to develop it to tremendous 
proportions. Alterations for the Bates 
establishment have already commenced, 
and it is the plan of Mr. Kuntsman to 
have one of the most attractive and 
impressive wholesale houses along this 
street. 


Brockton 


FACTORIES WELL SOLD UP 


Demand for Made-in-Brockton 
Footwear Is Greater Than Im- 
mediate Supply 
Practically all shoe factories in 
Brockton are sold up to the beginning 
of the new year, and then some. Sales- 
men who are out with Spring samples 
have, as regards sales, far exceeded 
expectations. As one of the leading 
manufacturers puts it: “Each of our 
salesmen has a quota of goods to sell 
and when this quota is reached, he is 
called in. The situation is such, as re- 
gards production, that we shall un- 
doubtedly be obliged to distribute goods 
among our customers to the best pos- 
sible advantage of each, In other 
words, we shall be obliged to limit the 
amount of goods that we can supply 
to each customer. This condition will 
undoubtedly continue for some time to 
come or until the supply of shoes is more 
equal to the demand than at the present 

time.” 


CORDOVAN NOT GUARANTEED 


Manufacturer’s Statement Regard- 
ing This Leather 

““Many merchants appear to believe,” 
said a member of the local trade, “that 
cordovan is guaranteed stock and that 
any faults developed in this leather 
when made up into shoes will be made 
good by the manufacturer. Nothing 
could be farther from the truth. 
Cordovaa is not a guraranteed leather. 
The shoe manufacturer has no come- 
back on the tanner. Cordovan has not 
the elasticity of calf, and cannot be 
stretched without liability of injury 
to the fibre. Merchants who return 


cordovan shoes with complaints con- 
cerning wear should realize that it may 
not he through the fault of the stock 
but in the store or wearer’s treatment. 
In view of the great demand for cordo- 
van footwear, I think this information 
is of timely interest.” 


INCREASE IN CUTTERS’ PAY 


Substantial Award by State Board 
of Arbitration 


Brockton shoe cutters and sorters 
now receive, through a recent award 
by the Massachusetts State Board of 
Arbitration, a weekly wage of $43.20 
for a 48-hour week. This is an increase 
of $8.20 per week over the old scale. 
The cutters’ original demands were 
for $1 an hour for a 44-hour week. The 
new scale will undoubtedly go into effect 
in all factories in the Brockton and 
South Shore district. L. Q. White Shoe 
Company of Bridgewater has_ vol- 
untarily granted the new scale in the 
cutting departments of both its factories 
in that town. 


BIG BUSINESS IN BROGUES 


Call for This Style in Men’s and 
Women’s Lines 


Brockton manufacturers report de- 
mands for the brogue pattern of bals 
and oxfords as exceeding all expectations. 
This style, which early in the season 
was regarded by many as rather extreme 
for a popular seller, has promptly 
demonstrated to the contrary. Factory 
stock departments which carry brogues 
for Fall delivery are unable to keep 
up with the demand; while Spring orders 
on this pattern are pouring in fiom city 
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For Me’ 


The merchant who is striving hard to win the 
trade of children—and incidentally that of the 
parents — must offer more than mere appearance in 
his shoes. 





Specializing in high grade Quality shoes for children 
for many years has made it possible for us to 
produce the kind of shoes that children want and 
parents choose. 


—— 


oe 


K-Z Children’s Shoes are made in all sizes for pop- 
ular selling. 


With highest Quality combined with rea- 
sonable prices as in the K-Z line the 
dealers’ opportunities for trade expansion 
are unlimited. 


f Write us for samples or lel us send 
a salesman to call on you. 


Kalt-Zimmers Mfg. Co. 


405-417 Reed St. MILWAUKEE, WIS. 





wee tes oe ac 
bad 2 ee 2 SE gy Ge 2 ee Se eee © Gm © cue © GD © oe. 





TOOT 


= ay = 
aw, . 





——$ 





NITITOUT TAY 


TLTLTU CEASE DETER 


SUIPULLUPPRESSEEEEUNER REPAIR TNTIT ITT TATTTT 


Tinian 


HT 





Nov. 8, 1919 


and town merchants everywhere. Local 
factories making women’s welts report 
similar conditions as regards the brogue 
demand. The heavy upper and sole 
stock required for this pattern, to- 
gether with the additional work in 
perforating and pinking, etc., necessi- 
tates an equally substantial price. 
This, however, has not the slightest 
effect on the demand for the brogue. 


NEW SHOE STORE 


Opend by Former Brockton Letter 
Carrier 


Joseph N. Fortier, for 12 years a 
letter carrier in this city, has resigned 
that position to enter the retail shoe 
business here. He has secured a store 
location on North Main Street in the 
Montello district and will carry popular 
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lines of men’s and women’s and childien’s 
footwear, also hosiery. Pending the 
development of the mercantile venture, 
Mr. Fortier will work as a shoe cutter 
in a local factory at $43.20 for a 48-hour 
week. 


ADDITION TO FACTORY 


Leather Concern Will Build a Large 
_ Addition to Present Plant 


V. & F. W. Filoon Company, for 
many years engaged in the leather 
business and the manufacture of cut 
soles, with factory on North Warren 
Avenue, will build an addition to their 
plant for the purpose of accommodating 
their increased business. The new 
structure will be 110 feet long, 45 feet 
wide and three stories high, to cost ap- 
proximately $30,000. 


Haverhill 


OCCUPYING ENTIRE BUILDING 


Shoe Manufacturing Concern En- 
larging Its Product 


The Hartman Shoe Company, with 
factory on Wingate Street, has taken 
over this entire five-story building for 
its activities. The offices have been 
removed to the first floor and substan- 
tially enlarged, and the entire plant 
reorganized from top to bottom. Louis 
Hartman of the firm says: “We are now 
producing daily in our Wingate Street 
plant 5,000 pairs of women’s white can- 
vas pumps and oxfords in McKays and 
turns for the jobbing trade exclusively. 
We have opened an auxilliary plant in 
the building on Phoenix Row recently 
vacated by Hopkins and Ellis, where we 
will produce daily 2,000 pairs of white 
canvas turns. It is our intention, in the 
near future, to still further increase our 
production, for which we have a ready 
market among the wholesale trade in all 
parts of the United States.” 


PATENT LEATHER POPULAR 


Demand for the Shiny 


Stock 


Haverhill manufacturers of women’s 
footwear sense a growing demand for 
patent leather for pumps, ties and ox- 
fords for the Spring of 1920. This is 
true of turns, McKays and welts, par- 
ticularly the former. Kid and calf in 
black or color have, for months past, 
been used almost exclusively in women’s 
street or dress footwear. The shiny 
stock, which has been out of favor, 
seems now to be coming to the front 
again and to be in a fair way next year 
to assume its old-time popularity. 


Growing 


BUCKLES SELLING WELL 


Pump Ornaments in Demand by 
Merchants 


The vogue of the pump pattern in 
women’s footwear brings with it deco- 
rative features in buckles and similar 
ornamentation. Merchants are not only 
buying pumps with decorations at- 
tached but are purchasing buckles sep- 
arately, as a profit-making business 
feature. There is a bewildering variety 
of novelties in these ornaments, while 
prices run to high figures. Haverhill 
concerns identified with the production 
of buckles report a steady demand, not 
only for the medium priced lines, but for 
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the most expensive ornaments which 
they produce. 


WILL MOVE TO NEW FACTORY 


Old Established House to Occupy 
Enlarged Quarters 

John H. Cross, Inc., for many years 
manufacturing women’s turn footwear 
in this city, will, early the coming year, 
move from its present quarters on River 
Street. The plant to be occupied is in 
the new building on Essex Street, owned 
by the Essex Associates and now ap- 
proaching completion. The Cross con- 
cern will have two floors in the building, 
which will give them a daily capacity 
of 1,200 pairs. 


INCREASED PRODUCTION 


Concern Has Largely Increased Its 
Output of Footwear 

The Baker Shoe Company, manu- 
facturers of women’s boudoirs with 
factory on River Street, has recently, by 
obtaining added floor space, enlarged its 
production to 2,000 pairs daily. This 
increase will provide for the steadily 
growing demand for the Baker boudoirs 
which comes from retail and depart- 
ment stores in all parts of the country. 


NEW SLIPPER CONCERN 


Starting in Business in Factory 
Recently Vacated 


The Haverhill Slipper Company is a 
new concern in this city which will pro- 
duce women’s high grade turns, featur- 
ing low cut patterns. Factory space 
will be occupied in the plant recently 
vacated by the Newbury Shoe Com- 
pany. The Haverhill Slipper Company 
is incorporated under Massachusetts 
State Laws. 


_ Grand Rapids 


PRODUCTION AND PRICES 


Pol‘cies Observed by Manufacturers 
Regarding Orders 


The Grand Rapids factories have 
their Spring production well started, 
but will not begin shipments until near 
the end of the year. In the meantime, 
they are speeding up the delivery of the 
Fall orders still on the books or that are 
coming in. The Herold Bertsch Com- 
pany is shipping from stock on hand 
only, and if the numbers wanted are 
not in stock, the order is not accepted. 
In the matter of Spring orders, the 
Herold Bertsch policy is to accept orders 
in such a way that both the buyer and 
the house will be protected against price 
fluctuations. If the price goes up the 
house reserves ihe right to cancel orders 


that have been accepted on the low 
level, and if prices go down the buyer 
can cancel. The Hirth-Krause Com- 
pany protects the buyer by guaranteeing 
against lower prices, and this is also the 
policy of the Rindge-Kalmbach-Logie 
Company. 


H. C. L. INVESTIGATIONS 


State Officials Taking No Action in 
Grand Rapids 


The Federal authorities here have 
decided not to take action in the matter 
of high cost of living. The State officials 
at Lansing, however, are still continuing 
their investigations and shoe prices are 
receiving some attention. Isaac M. 
Rodin of the Rodin Leather Company of 

(Continued on page 109) 














BOOT AND SHOE RECORDER Nov. 8, 1919 


If the Under Side of an Innersole 
Were Visible 


@— Upper Surface 
Top Surface —> of a Korzole Innersole and its strong 
of a lime-burnt leather innersole and under side. 


its under side. ew es ~ | 


GQ Under Side 
@Under Side 


If you could inspect the innersoles in /~ 
your shoes, you might find a situation | 
like this. One picture shows the under ~“ 
surface of a leather innersole, lime- 
burnt and rotted in the tanning. Yet 
from*the top side you might think it 
one of the strongest of innersoles. 
Now what would actually happenfif a 
shoe containing this defective innersole 
were sold? The wearer would soon find 
it brittle—robbed of its tensile strength 
in tanning. It would crack and cause 
discomfort to the foot. The lip would 
pull away and a crippled shoe would be 
the result. 
There’s more truth than fiction in this, 
for every retailer knows how many 
variations there are in grades of leather. 
Yet he may not realize that there is any 
innersoling ‘which does not possess the 
imperfections and shortcomings of leath- 
er. Hence the claims of Korxole are 
presented. Here is an innersoling that 
is always the same. There are no 
variations, no thin or weak spots. 
Every inch is the same sturdy material, 
top and bottom. It will still be ready 
for more service when nearly every other 
part of the shoe has outlived its useful- 
ness. 
The Booklet, 
“What Does the Public Want >” 


sent free. 


Armstrong Cork Company, 132 Twenty-fourth Street, Pittsburgh, Pa. 


Branches in the Principal Cities 
Distributors in New Bapend for Korxole and Allied Products, Armstrong Cork 
Products Company, 403 Shoe and Leather Building, 207 Essex Street, Boston, Mass. 
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FIRST FLOOR LOBBY 
ATHLETIC CLUB - COLUMBUS, OHIO. 


The third picture of a series showing places which 
portray those refined characteristics typical of 
Marshall “Quality Maintained” Men’s Shoes. 








MODEL 0261 


Tony Calf Varsity Bal on the 
Daybreak Last. 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 


Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 


can buy. 


Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing on “U.S.” Rubber 
Footwear in publica- 
tions that reach 
more than 
6,000,000 
outdoor 
workers. 
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The Rubber Realm 
Market Review of Rubber 


Wee 
_- a Supplies and Prices 
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BOOTS AND SHOES 


Situation Well in Hand Because of 
Weather Conditions 


The remarkable warm Fall has been 
most helpful to the manufacturers of 
rubber footwear, who started in at the 
beginning of the buying season ten 
months ago with such large orders 
that they nearly despaired of being able 
to fillthem. Nor could they have done 
so, had the last two months had all the 
characteristics of an “old fashioned”’ 
Winter with cold storms in September, 
snow flurries in early October, and im- 
mature blizzards around November 
1. With the mild weather the retail 
demand has been considerably sub- 
normal, and the manufacturerers have 
practically been enabled to meet the 
requirements of their customers, for 
early partial deliveries were ample for 
the mild-weather demand, and the 
factories are in good shape to fill the 
balances of orders on hand as required 
and to be prepared for such emergencies 
as the weather man may bring to the 
retail dealers and their millions of 
customers. 

Tennis Lines 

While most of the producers of tennis 
lines report that they have enough 
business booked to carry them well into 
the Spring, it is noticeable that they are 
not averse to taking orders which may 
be offered them, providing no date of 
delivery is guaranteed. The year, so 
far, has been full of promise, and at no 
factory making these lines has there 
been any slack period so far, but on 
the contrary all the manufacturers are 
anxious to secure more workers, and 
are willing to instruct novices, and 
to pay them good wages while learning. 
Deliveries are ordered earlier than in 
previous years, and it is evident that the 
entire trade expects a splendid season. 


CRUDE RUBBER 


Prices Held Firmly Because of Ware- 
house Shortage 

Last week was a repetition of the 

week before in the New York crude 

rubber market. Prices of spot were 


very firm and high, because of scarcity 
of stocks in the warehouses, although 
hundreds of tons were in the cargoes of 
ships and steamers at the piers, or in the 
stream awaiting dockage. Because of 
this, only such purchases have been 
made as were absolutely necessary, for 
naturally, lower prices will result with 
the breaking of the strike and the return 
of the longshoremen to their forsaken 
jobs. However, enough demands were 
sufficiently urgent to warrant pur- 
chases, and stocks in warehouses were 
considerably depleted. Prices held 
high, with first latex selling at 55c for 
spot, receding later to 54%c while 
forward quotations were 53%c for any 
dating for the next fourteen months. 
The same rubber was offered, ex-ship at 
the latter price, and same sales reported 
made on that basis. Stocks of crude 
rubber awaiting landing were greatly 
increased last week by heavy arrivals 
from the Far East and from British 
Ports. In one day there arrived from 
various ports 45,355 cases, 1,360 bales 
and 45 packages of East Indian rubber, 
besides 5,151 cases of jelutong and 
nearly 200 bales of balata. Cargoes are 
also arriving at Pacific ports. It seems 
evident that as soon as all the rubber 
which has arrived since the longshore- 
men went out is landed, prices are 
likely to be somewhat easier. 

Para grades are easy, not much 
activity in the trade. Some sales of 
upriver fine, afloat, are reported at 
51%c and 51%c while stock, ex-ware- 
house is held at 52c. Centrals inactive. 


We quote spot prices: 


First latex pale crepe 544% 
Smoked sheets ree .53% 
Brown Crepe 4@.45 
Upriver fine para oe 
OS ee eee 48% 
Uprivercoarse ............34@.35 
Islands coarse . 23% 
Caucho ball upper.......... .35 
Caucho ball lower / — 
Cameta 

Centrals and Mexicans... 33@. ae 
Guayule(20 per cent moisture) .25@.27 
Guayule washed and dried... 


SCRAP RUBBER 
Situation Unchanged, with Prices 
Weak 

Dealers in scrap rubber report so 
small a demand that they are indifferent 
buyers, though there is more interest 
shown in scrap footwear than in tires 
or other scrap. Reclaimers who have 
been moderate buyers the last few weeks 
seem to have stocked up to their full 
requirements, and are not buying. 
But with this continuance of inactivity 
there is some undercurrent of firmness, 
sufficient at least to hold quotations to 
about the same levels as were reported 
last week, which we repeat here. 

Scrap boots and shoes: $8.50 to $8.75 
in Boston; $8.35 to $8.50 in New York; 
$7.75 to $8.00 in Philadelphia, and $7.50 
to $7.75 in Chicago. 

Trimmed arctics: $6.50 to $6.65 in 
Boston and New York; $5.60 to $5.75 
in Philadelphia; $5.25 to $5.50 in 
Chicago. 

Untrimmed arctics: $5.50 to $5.60 
in Boston; $5.25 to $5.40 in other 
markets. 


GRAND RAPIDS 
(Concluded from page 105) 
this city was one of the recent witnesses 
and he expressed the opinion that $12 
should be the high price for shoes. 


HEAVY SHOES 
Are Selling Well During Hunting 
Season 

A good demand is reported for high- 
cut heavy shoes, retailing at $15 to 
$20 a pair. This is a seasonal demand 
and the buyers are mostly hunters out- 
fitting for Northern Michigar.’s deer 
season. 


RETAIL TRADE EXCELLENT 


Warm Weather Holds Back Sales of 
Heavy Goods 

The retail trade is reported as excel- 
lent, both men’s and women’s wear, 
and the better grades are the shoes 
most called for. Up to the close of 
October the weather has been dry and 
warm and this has held back the call for 
rubbers and heavy goods. 
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Our Stock Department of 


TRADE Foto 
, 3 Spats 


IS COMPLETE IN ALL COLORS AND SIZES. 
SURELY YOU NEED OUR SPATS WHICH 
ARE SECOND TO NONE IN QUALITY, 
PATTERN AND WORKMANSHIP 


We have in stock the number illustrated here for immediate 
delivery in colors of fawn, taupe, castor, brown and pearl at 
$16.50 per dozen, less 3 per cent 10 days, packed in single 
boxes, sizes 13 to 7 inclusive. Other styles and fabrics made 


on order. 


The special feature of our number is the exceptionally fine 
grade of material used. Special re-inforcements of the buckle 


and strap. 


TAKE PARTICULAR NOTE OF OUR UNSEEN 
BUCKLE, FAR DIFFERENT THAN THE ORDI- 


NARY. 


FEDERAL OVERGAITER CO. 


Makers of Overgaiters, etc. 


16 E. 12th Street 
NEW YORK 


Exclusive Makers of the Fox 2 Ply Shoe Tongue Pads 


N 
ROCHESTER MADE WELTS 
In Stock Now 


$7.50 


8412—Ultra fine sterling colt 
vamp with high grade mat kid 
topping, extra light welt, 18/8 
leather Louis heel, 9 in. height. 
A to C, 24%to7 


8312 — Same _ as 
above in all mat 
kid. 


Better order 


at once. 


L. B. SCHINDLER SHOE CO. 
NEW YORK, N. Y. 
“Snappy Styles Always in Stock’’ . 
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FEATURING A 
12 BUTTON 
GAITER No. 125 
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Notice that the support 
is BUILT INTO the shoe 


The STEINBRECHER Arch Support is unlike 
any other support on the market because it’s built 
into the shoe. It absolutely prevents broken arches 
and tired feet. 

Supply your trade with STEINBRECHER Arch 
Supports—your repair department can place them 
in any make or model of shoe, new or old, in a very 
short time, and without changing the appearance of 
the shoe. 

Twelve of the best shoe manufacturers are now 
making samples with the STEINBRECHER 
ARCH SUPPORT. This support costs but a 
trifle more than the weak shank piece usual in shoes. 
Write for pete and prices on the Arch Sup- 
ports and Steinbrecher Arch Supporting Shoes. 


The Steinbrecher Manufacturing Co. 
1311 North Clark St., Chicago, Ill. 
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Lot Assortment 


of 


Buckles 


and 


Ornaments 


and Cenaaaede of our LATEST pat- 





faathelate delivery at 


$16.50 


Less 2% 10 Days or Net 30 Days 


Will retail readily from 
75e. to $1.00 a pair 


D. T. DUDLEY & CO. 


66 WASHINGTON STREET 
HAVERHILL, MASS. 
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The Retailer Knows 














and appreciates a beau- 
tiful snug fitting heel 
that stands up and 
eliminates complaint. 


(GAC 
Wood Heel 


Fasteners 


overcome many of the 
old difficulties and 
faults of loose, shaky, 
gaping wood heels. 


Investigate and specify in some of your lines 


United Shoe Machinery Corporation 


30 Euclid Arcade 
Cleveland 


18 So. Market Street 
Chicago 


1423 Olive Street 
St. Louis 


708 Broadway 


Cincinnati 


37 Warren Street 
New York 


124 Main Street 
Johnson City, N. Y. 


BOSTON 


BRANCHES: 


301 American Casualty Bldg. 


Reading, Pa. 
93 Centre Street 
Brockton 
145 Essex Street 
Haverhill 
87 Main Street 
Auburn, Me. 
258 Fourth Street 
Milwaukee 
619 Mission Street 
San Francisco 
236 No. High Street 
Columbus, Ohio 


130 Mill Street 


Rochester 
221 No. 13th Street 
Philadelphia 
16 No. 2nd Street 
Harrisburg, Pa. 
306 Broad Street 
Lynn 
11 Florence Street 


Marlboro 


216 Chartres Street 
New Orleans 
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NO. 512. 
CHERRY 
CALF 
VARSITY 
BAL 

IN STOCK 


New extreme 
narrow toe 





“Dart ’’ Last 


$10.0 





The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern bu. 1 











Buyers’ Easy Reference Directory 


“hose totally different shoes ” 


Women’s 


IN STOCK 


Stock No. 4559—Pfister & Vogel’s Russia 
Calf ie, Goodyear Welt, 12-8 inch 
Military Heel, Heavily Perforated. “eo 
AtoD. Price $7. 


Stock No. 5555—Same 
Ptister & Vogel’s Black Calf. Wiithe 
A to D. Price. $7.00 
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elivery 10,000 pairs Black 
Boudoire in 36 pair case lots eal; > 
sizes 3-7, 3-8, 4-8, BF at 14S leone 
ten days, for a lew weeks onl ly. Send 
in your orders. 


THE BAKER SHOE CO. 


280 River St., Haverhill, Mass. 


TSO 


A reputation has been 
made for our American 
Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to een, one, - by un- 


keep quality high. 
Expert attention to 


ae 




















IN STOCK 


on the floor ready to ship 


FINEST QUALITY WELTS 


No. 1052 (Made by Cotter Shoe Com- 
pany) Patent Vamp, Mat Kid Top, 
eather Louis Heel, A-D $5.75 


No. 1561 (Made by P. J. Harney Shoe 
Company) Brown Calf, Plain Toe, 
Leather Louis Heel, AA-D $8.00 
Same in Military Heel. 


EIGNER SHOE COMPANY 
173 Summer St., BOSTON 














‘Welt Footwear 
for Women 


_ WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 
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There’s Money for you 


in this new lace 
Nufashond quality—the best that can be 
made. And the margin of profit is surpris- 
ingly liberal. 
Ask your jobber 
Or write us for samples 


The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabrice Tip Shoe Laces 


oppr =e Wa: 
OISETTE SHOE LA 
~SISETTE 3 








FANCY SPATS 
The Kind That Fit 


Fine Grade Felt—10 Button 
$14.50 dozen pair 
Extra Fine Box Cloth—10 Button 
$24.00 dozen pair 
SHOE 'LACES—SHOE POLISHES 
Colonial Buckles, Tongue Pads 


Write for new Catalog of 
General Shoe Store Supplies 


LINCOLN STORE 
SUPPLIES CO. 
The House of Service to You 


1508 Washington Ave., St. Louis, Mo. 














PTT 


Coburn 


Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 


Get cotimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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Delight the Mothers 


By Offering Them a 
Real Saving in These 


Misses’ and Children’s Shoes 


Mothers who have been complaining of the high 
cost of shoeing their children will be your ready 
customers if you stock some of these 





First Quality in Every Respect 
Carefully Selected Stock 
Built to Wear 


(Finished to look like Black Kid Stock, soft and 
Chrome Colt pliable) Khaki cloth linings. First quality soles. 
No. 1885 Chis. (Nature shaped last), 8144-1114, 9-114 $2.75 


“© 1886 Misses’ “ “« «&  19144.138% . 3.00 
‘“- 1887. “ (English last), 1244-18144 . 3.05 


Sold in 36 Pair Case Lots Only 





Turn. Sizes 3-8, 3% to 8 1 4 5 


36 Pair Cases Only 


PECI AL Ssitial Black Boudoir Quilted Sock Lining, 








SAMUEL COHEN 


“The House That Undersells’’ 
72 LINCOLN STREET _ ‘ , j BOSTON, MASS. 
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IN-STOCK 


MISSES’ AND CHILDREN’S 


SCHOOL SHOES 
BUILT FOR SERVICE 


Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt 


Infants’, 6-8, Widths, C-E 
Child’s, 8-11, Widths, C-E 
Misses’, 11-2, Widths, C-D 
LISTED IN CATALOG NO. 15 











The Central Location 








of the “‘Essex’’ makes it easy to 
keep business or social engage- 
ments without cutting short a 
meal, or exercising unusual haste 
in preparation. To stop here 
when in Boston is to assure that 
one’s time can be made the most 
of. 











SPATS: Ready to Ship NOW! 


IN KERSEY — FELT, BUCKCLOTH, 
MOIRES AND SATINS. COLORS, 
CASTOR, FAWN, BROWN, PEARL, 
GRAY AND BLACK. PRICES UP 
TO $30.00 PER DOZEN. 


400 ROOMS—300 BATHS 
$1.50 4 DAY AND UP 


Hotel Essex 
BOSTON 


McCARTHY BROS. 
Proprietors 


We make deliveries —not promises 


THE SIMON HALPERIN COMPANY 
121 W. 17th Street NEW YORK , “ 
MHRA REEMA MA 


Make Your Footwear Look Nifty—Get Rid of the Wrinkles 


Show every shoe in your window at the best—It is what your prospective customer 
sees on the outside that sells the shoes within. Place an “AJUSTO”’ BOOT TOP 
FORM in every shoe that you display—give your footwear that snappy, smooth, 
graceful look. This clever salesmaking form is simply made and easily adjusted. The 
slide does the trick—it expands the form. Study the picture here shown—it tells the 
story. Get “AJUSTO” FORMS in your shoes—get the shoes in your windows—get 
the profit dollars in your cash drawer. Order enough for your windows today—the 
cost is small. $3.00 the dozen, f. o. b. Pittsburg. If your jobber cannot supply you, 


order direct. 


U. S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS 


Model No. 2 for A & B Widths 
Model No. 3 for C & D Widths (And remember it’s KANSAS) 
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ALLUN QUALITY 


Four Staunch Leathers 
For the Spring of 1920 





AZTEC 
CALF 


Fyre CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


MANDARIN | 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish - 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 





~ NORWEGIAN 
VEALS 


‘tax of Gallun’s specialty leathers— 


a heavy, rugged, high-grade leath-. 


er that is the first choice of high-grade 
manufacturers for the popular brogue 
shoe. Norwegian Veals are suitable 
for both men’s and women’s shoes and 
are produced in two colors and black. 


VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade 
shoe. Viking Calf is favorably known 
and universally used by discriminating 
shoe manufacturers. It takes a bril- 
liant polish and is offered for the coming 
season in five colors and black. 























A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 11 EAST STREET, BOSTON, MASS, 
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““Constant Comfort’’ 


AMERICA’S BEST COMFORT SHOE 
BLACK KID TURNS 





} 
No. 4—Kid, 34 Fox, Imitation Per- No. 24—Kid, Plain Toe, 7% in., 
forated Tip, 7 4% in., Polish, 13-8 Heel, Polish, 13-8 Heel, in stock A, B, C, D. 
in stock A, B, C, D. Price $8.00 Price $7.25 


The merchant will find ‘‘Constant Comfort’? Shoes always good, always 


reliable. The reason is that these shoes are built to a quality standard in | 

a factory where nothing but Comfort Shoes are made. 
Are Your Shelves Ready for Christmas? 

£ 

AULT-WILLIAMSON SHOE CO. 

MANUFACTURERS ~ 

AUBURN MAINE : 
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A ‘*WHEEL’? HORSE 


i. Rich Thomas Also Pioneer 
Salesman 
From point of service, J. Rich 


Thomas is the oldest Milwaukee sales- 
man traveling Tennessee and was one 
of the very first salesmen to carry the 
Nunn, Bush & Weldon Shoe Company 
line, changing this trip to the Menzies 
‘hoe Company branch. In one mooth 
this season Mr. Thomas has sold one- 
half of a normal, season’s business, 


Travelin: 
Activities of 





























J. RICH { THOMAS 


which promises to give him by far the 
greatest season of his entire road career. 
Mr. Thomas is well identified with all 
public movements for good in his town, 
church and vocation. A man of high 
morals, congenial, very hospitable and 
enjoying a broad acquaintance, he is 
a well-known character in his State and 
was formerly president of the Tennessee 
Travelers’ Association. He is held in 
the highest esteem by the company 
with whom he has been connected so 
long. 
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Shoe Salesmen. 


Trade Ambassadors 
On and Off the Road 


STATA 


119 
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ON THE COAST 


William Burness Represents 
Huntington Line 


William Burness represents the Hunt- 
ington Shoe and Leather Company in 
California, Oregon and Washington. 
Mr. Burness writes that he has covered 
this territory for the last fifteen years 
and that he finds that many merchants 
want shoes at once. ‘Spring business 
is good,’’ writes Mr. Burness. “A few 
merchants think that shoes are coming 
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WILLIAM BURNESS 


down in price shortly, but the wiser 
ones think that it pays to buy their 
goods for Spring now.” 


IN THE SOUTH 
W. O. McDonald Represents the 
Menzies Shoe Company 

W. O. McDonald represents the 
Menzies Shoe Company of Milwaukee 
in Georgia and Southern Alabama. 

Mr. McDonald writes that he is 
nearing the close of another very suc- 
cessful season. 


‘There is no better territory under the 
sun for Milwaukee quality footwear than 
the South. I feel very optimistic over 
the conditions at this time. It is true 
that in some sections the cotton crop 
was damaged by excessive rains and 
boll weevil, but this is largely overcome 
by other valuable crops. 

“Just at this time there is considerable 
building going on in the South. Work 
at high prices is offered to everyone. 
Few people are idle. They are spending 
a large portion of the good money 
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W. 0. McDONALD 


* which they have been earning for good 
shoes.” 


SINCE 1912 


Traveled for 
Central Shoe Company 


C. F. Smith represents the Central 
Shoe Company of St. Louis in South 
Dakota. Mr. Smith writes: 

‘Business conditions in South Dakota, 
are at their best with merchants buying: » 
heavy and strong for high-priced goods. 
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loney conditions are very good and 

nerchants find it easy to sell for cash. 
] have been with the Central Shoe 
Company since 1912, this being my 
second season in South Dakota for 
inem. 


A BUSINESS SURVEY 


By F. E. Kirkman, with’ Manss- 
Owens Company 


F. E. Kirkman represents the Manss- 
Owens Company, Cincinnati, Ohio, in 
South Carolina, Eastern Georgia. and 
Florida. 

Mr. Kirkman writes the ‘‘Recorder,”’ 
‘Cotton is bringing a good price and as 
. rule the farmers are selling, paying up 
their accounts and buying Fall merchan- 
lise. The weather has heen very 
varm and the big Fall sales have hardly 

tarted, but with the high prices paid for 
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F. E. KIRKMAN 


cotton and the large amount of money 
being put into circulation the merchants 
feel that with a few cold days their 
heavy stocks of high-grade shoes and 
other merchandise will sell very quickly. 

“The late warm days have been a 
means for the merchants to clean up the 
remaining sizes in low shoes, so that the 
average merchant is booking low shoes 
for early Spring delivery very liberally. 
The matter of high prices seems to cut 
very little figure. 

The merchants and the public are now 
convinced of the very high prices being 
paid for raw material and labor. They 
feel that there is no relief in sight for 
some seasons yet; therefore, they are not 
looking for any other than high prices 
but are still ready and willing to pay the 


price if the shoes are smart and of good 
quality. 

“Quality goods seem to be the key- 
note of the situation. Everyone knows 
the war is over and a great many good 
workmen are back on the job; therefore, 
the excuse of ‘Poor workmanship on 
account of scarcity of labor’ is a thing of 
the past. 

“Give us the style, quality and work- 
manship, and we are ready to pay the 
price,’ seems to be the slogan in the shoe 
game.” 


‘SHORTY’? LONG REPORTS 
From Western Pennsylvania 
Section 

A. E. Long, otherwise known as 
“Shorty,” represents the Huntington 
Shoe & Leather Co. in Western 
Pennsylvania. 




















“SHORTY” LONG 


Mr. Long has covered this territory 
for the past thirty years. Mr. Long 
says that he has never found the 
merchants so eager to buy goods as 
they are this season and that they all 
seem to be in a prosperous condition. 


A NEW TRAVELER 


M. C. Phillips with Federal Over- 
gaiter Company 

M. C. Phillips has taken over the 
representation of the line of the Federal 
Overgaiter Company for Philadelphia 
and part of New York State, succeeding 
his brother in this field. Mr. Phillips 
has never previously traveled, but has 
grown up with the business of the 
Federal, is completely informed in the 
details of the lines and policies of the 
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house and has a thorough knowledge 
of the overgaiter business and over- 
gaiter. requirements. He is very en- 
thusiastic regarding his new duties and 
is satisfied that he will be in a position 
to give the very best co-operation to the 
many patrons of the firm in the ter- 
ritory which he covers. He will start 
in the very near future visiting and 
making the personal calls on his trade. 


HEADQUARTERS AT MIL- 
WAUKEE 
Frank H. Taylor Enthusiastic Over 
Line with Headquarters at Room 
305, Caswell Block, Milwaukee 


Frank H. Taylor represents the 
Marathon Shoe Company. He writes 
that the New Dawn line, made by 
patent process, with nailless heel seat 
and shock absorber is one of the strong- 














FRANK H. TAYLOR 


est propositions for the retail merchant 
to build up a business that will bring 
the come-back. Mr. Taylor says, “No 
other line will take the place of my line, 
as no other line has the same features. 
This has been proved to me over and 
over. I have had both large and small 
merchants tell me that our shoes had 
increased and built their trade. My 
sales have tripled since starting out 
with this line. 


WITH CINCINNATI SHOES 


Messrs. Dickerson and Hennessey 
on the Job 


The P. Sullivan & Co. line has been on 
display at Gibson Hotel, Cincinnati, 
during the past week under the care of 
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W. T. Dickerson, sales and advertising 
manager. Mr. Dickerson reports phe- 
nomenal business. 

William P. Hennessey, Ohio represent- 
ative for P. Sullivan & Co.’s line, re- 
turned this week from his territory 
stating that he has had exceptionally 
good business this season. 


BY AUTO 


‘e Way Shoes Are Sold on the 
Road in Wisconsin 


J. Larkin, sales manager of 
amahawk Shoe Company, selling a 


IN TEXAS 


J. P. Ham Covers Southwestern 
Section of State 


J. P. Ham represents the McElwain- 
Barton Shoe Company of Kansas City, 
Missouri, in Southwestern Texas. Mr. 
Ham writes to the ‘Recorder’ as fol- 
lows: “During my 20 years traveling in 
Ohio, I used the ‘RECORDER’ for my 
guiding star, as I could find it in every 
first-class store. 


“IT have been representing since 
May 15, 1918, McElwain-Barton Shoe 
Company in 68 counties located in the 





F. J. Larkin Selling Tomahawk Shoes 


bill to G.5E. Siebert, buyer for the 
Plymouth Clothing & Shoe Co., Plym- 
outh, Wisconsin, outside of Fair 
grounds. 


IN WESTERN NEW YORK 


Edson Stanley Sloat Sells Misha- 
washa Woolen Mfg. Company’s Line 


Edson Stanley Sloat travels Western 
New York for the Mishawasha Woolen 
Manufacturing Company. 

Mr. Sloat was a recent visitor at the 
“Recorder” office where he reported 
in regard to conditions in his section of 
the country. He stated that Western 
New York State had a remarkably 
prosperous season last year on account 
of its being the great apple belt and 
supplying produce, not only to the 
people of the United States, but to 
European countries, and are therefore 
in possession of much ready money. 

Mr. Sloat was active during the war 
in organizing the Traveling Salesman 
Division for Armenian relief. 

He says that his sales are very large 
especially on rubber boots; that his 
house is making good deliveries and 
giving as much attention to small as 
to large accounts. 


extreme southwestern part of Texas; 
and although I haven’t caught ‘Villa’ 
and sold him, my standing on the sales- 
sheet of McElwain-Barton Shoe Com- 
pany will show that I have sold most 
everyone else in this territory. The 
‘Recorder’ is like health insurance, and 
McElwain-Barton’s shoes: We cannot 
afford to do without any one of them.” 


IN OKLAHOMA 


Represents Nunn, Bush & Weldon 
Shoe Company 

Ed. L. Beasley represents the Nunn, 
Bush & Weldon Shoe Company in 
Oklahoma. His headquarters in this 
city are at the Lee Huckins Hotel, 
Oklahoma City. 

Mr. Beasley writes that he is in 
Oklahoma to plant the Menz “Ease” 
work shoes in every Oklahoma town for 
seasons to come. 

This is Mr. Beasley’s first season in 
Oklahoma. He finds conditions excellent. 

Mr. Beasley recently returned from 
France where he served fourteen months 
with the A. E. F. Previous to that he 
had been in the service for ten months. 

Mr. Beasley writes, “I lost only 
three days in getting back with the 
boys on the road, having sold this same 
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line of ‘Honest to God Quality First and 
Always’ Service Shoes in Arkansas 
from the Spring of 1915 up to the Fall 
season of 1917, when I joined Uncle 
Sam’s service. 

‘During my fourteen months over- 
seas I saw something of everything 
that was going on from Brest to the 
Rhine. I saw service in the Chateau 
Thiery sector with the 82d Division 
Artillery. 

“T have been with the boys on the 
road ‘peddling’ shoes for ten years in 
both general and specialty lines, the 
Menzies Service Shoe line being my 
real find and the ‘bright and morning 
star’ of the work shoe world, second to 
none and quality from the word go.” 


NEW SALES MANAGER 


B. Grenrock Extending Business of 
Hamton Shoe Company 


The rapidly growing Hamton Shoe 
Company, 26 South Wells Street, 
Chicago, specializing in wholesale 
women’s shoes and felt goods, has ap- 
pointed as sales manager B. Grenrock, 
who formerly was connected for four 
years with Montgomery Ward & Co., 
Chicago. Mr. Grenrock has been in 
the shoe business for twelve years and 
previous to his connection with Mont- 
gomery Ward & Co. he was associated 
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B. GRENROCK 


with the retailing end of the shoe busi- 
ness. Through the aggressive efforts of 
this new sales manager, the Hamton 
Shoe Company has added five salesmen 
to its staff and has undertaken broad 
plans for expanding its business through- 
out the Central West. 
































THIS. STAMP ON EVERY Pair 

















Tony Red Bal. 


Civilian 
Goodyear Welt 


Banker Last. 
4 wide 


Number 92 


Single Sole 





























